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este eeeees the war has taught the Ameri- 
as can housewife how to get the 
most value from her "points"—a 
lesson which she will carry over 
into the post-war period. The 
electric range and refrigerator 
will help her to conserve money, 
time and the essential nutrition in 
the foods she buys 














Above illustration 
shows the point of 
on ordinary pin 
magnified 125times 
by the comparator. 





FAR FINER THAN PIN-POINT PERFECTION 


Many war devices made by Apex demand 
precision in workmanship many times finer 
than the fineness of a pin-point. 


To accomplish such perfection Apex craftsmen 
utilize the most scientific of measuring instru- 
ments, among which is the Comparator. This 
precise device measures angles, clearances and 
squareness to 1/10,000 of an inch. On the glass 
screen of the Comparator, the point of an ordi- 
nary pin, when magnified 125 times, appears 
as a blunted chisel. Now, to most people, the 
point of a pin is regarded as something really 
fine—but not so to Apex workers, for Apex 


workers work steel many times finer—as fine 
as 2/10,000. 


The cutting tools used by Apex in precision 
work and also the finished products of the tools, 
are checked and rechecked in the Comparator. 
If there is the slightest flaw, no matter how 
minute, the Comparator enlarges the flaw just 
as it did the pin-point in the above illustration. 


In this way science and skill are assuring finer 
weapons for our fighting forces—and this same 
peerless combination will assure finer Apex 
products for a peacetime world. 


it will pay you to keep your eyes on Apex! 


THE APEX ELECTRICAL MANUFACTURING COMPANY e CLEVELAND, OHIO 

















Apex Main Plant before new 
additions. Now 50% larger. 


Sandusky Plant, home of the New Apex Researct 
popular Faultless line. ee 


The entire Apex organization is all-out on war orders, making such delicate and highly-precisioned devices as aircraft 
engine parts, firing controls for naval guns, aerial photographic equipment, high altitude oxygen control devices, 
practise shell development and other jobs requiring the services and skill of highly trained and experienced technicians 




























POST-WAR 


NI of the interesting events of the month, was an 

advertisement regarding post-war homes, which appeared 

in the New York Times and other publications. It was 
headed “Ready Now, Today—the $30,000,000,000 ‘Miracle 
Home’ of Postwar America,” and was signed by Practical 
Builder, of Chicago, a prominent magazine in the building 
field. 

Sincerely, and with great common sense, it made and drove 
home its points—first, that homes providing the comforts and 
conveniences of modern living are here now, ready the minute 
the Armistice is signed; and second, that the new homes will 
he built by America’s practical building contractors and build- 
ing-material dealers. 

Practical Builder estimates that thirty billion dollars will be 
spent for housing in the next ten years. Dealing with the house 
of the future, the miracle home, there has been no revolution 
according to this authority, but since the twenties there has been 
an evolution that is astounding. 

By the 1940s the building contractors and material dealers 
working with building material manufacturers were building 
homes for around $6,000 that were far better in construction 
and equipment than could have been obtained for $10,000 in 
1920. 
“ OW,” to quote the ad, “Now these same practical build- 
ing experts are ‘doing it again.’ Thanks to them, your 
postwar miracle home will embody three sweeping changes: 

1. New or greatly improved materials in practically every 
step of construction. Bathrooms, kitchens, laundries and their 
equipment redesigned by an eye to beauty, utility and color. 
Heating equipment that will out-perform anything in existence 
hefore the war. Methods of construction that outstrip anything 
now generally known. Every invention and gadget and 
improvement known to American ingenuity, will go into this 
postwar miracle home. But mind you, practical gadgets; 
practical applications of such things as plastics, aluminum, 
magnesium, lightweight durables galore . . . to feed the 
needs and desires and preferences of America’s postwar 
progress. Yet there will be . . 
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2—an even greater downward trend in proportionate cost. 

3—and as a result, an even greater upward trend in value. 
“And we repeat:. Thanks to America’s practical building con- 
tractors and building-material dealers, you won’t have to wait. 
This miracle home is ready now—the minute the Armistice is 
signed. 

“There is, however, one looked for change in your postwar 
miracle home which we tell you will not take place. 

“That is, Change in Appearance. 

“Basically, the present form of house was all right to begin 
with. It had to have a kitchen, bathroom, living room. hed- 
rooms. It still has to have them today. 

“True, your postwar miracle home will be better designed. 
More compact. More carefully planned for comfort, health, 
safety, convenience, labor-saving, economy of operation. 

“But do not expect this $30,000,000,000 miracle home to 
resemble, even remotely, the weird freaks and futuristic 
monstrosities you see pictured. 

“Even if these monstrosities did exist—and except in the 
inflamed imaginations of magazine writers, they emphatically 
do not—your common sense would warn you away.” 


RACTICAL BUILDER has brought the whole postwar 
housing subject down. out of the clouds and has done well 
to give this forecast a wider audience than the building trade. 

It is a matter of great importance to the electrical appliance 
business for one, where electrical wiring and equipment is 
bought and installed. 

If houses are built by local builders, as this authority says 
they will be, then the electrical industry gets back to familiar 
ways of doing business, selling wiring, lighting and equipment 
as one local trade to another. 
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Oru: of the hail of bullets and flak, the Flying Fortress limps into 

port—coming home on a wing. . . a prayer . . . and an additional 7 

factor that the Axis didn’t count on. This factor is the extra measure BONN © 
of stamina possessed by both pilot and plane. eS 


Se ee i eh > oo 


An extra measure, too, has played an important role in building the 
Garod reputation. We've always been somewhat more painstaking 
in designing and manufacturing our radios. We've always been some- 
what more critical in selecting our personnel and materials. But, of 
paramount importance, we've made sure to include an extra measure 
of effort in everything we do. Because of this, Garod radios give 
greater satisfaction and longer life. 








Currently, Garod is building some of the finest equipment for the military services . . . all of it 
reflecting our extra measure of effort. It’s too early to talk about Garod’s plans for the post- 
war market. But, of this you may be sure .. . we'll continue to make what we know best, and, 
as always, we'll put our best into it. 
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Will you recognize your 


customers - after the war? 


EASY SURVEY INDICATES WARTIME MARKET 
CHANGES WILL AFFECT POSTWAR SALES STRATEGY! 


The war has raised hob with the character of 
many local markets. It has uprooted families. It 
has shifted populations. It has broken down income 
barriers. Unless you look sharply now you may not 
recognize your customers after the war. 


In the light of the recent dealer survey by 
Easy’s Field Committee on Postwar Planning, that’s 
a point to keep in mind. According 
to the survey, dealers expect that 
after the war 62% of all washer units 
and 76% of all washer dollars will be 
derived from the sale of km 
performance washers. ie 


Who “is going to buy thead ‘wash- 
ers? Principally the highly paid 
wage, earners who make up the bulk of 
MEET MR. BIGL America’s gallant army of war workers. 


2’ Surveys made before the war established that 
“the majority of better washers were bought by lower 
income families—even when $39 and $49 "price" 
merchandise was:in its hey-day. Washer price line 
sales didn’t follow family income brackets the way 
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», they did with automobiles and other types of mer— 


chandise. And for a good reason! Women without ser— 
vant help are naturally more interested in owning 
washers that do the most to help make washday tasks 
safer and easier, because they use the washer 
personallyj. After the war, these families will have 
more money to spend on appliances than ever before 
and théy are going to demand those better washers 
in greater quantity than ever. 





That is a general picture of your postwar 
clistomers. But who are they individually? It’s im 
portant that you know, because many of these pros— 
pects will be in the market for the first time in 
their lives...some because they’1ll have money, 
others because wartime laundry problems have made 
washers now more important than ever. Many will be 
abie to afford the washer of their choice for the 
first time. Many may be new to your neighborhood. 
In short, a large percentage of them will be 
new to you! 





ORDNANCE TODAY *& WASHERS AND IRONERS TOMORROW 
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So if you want to dom— 
inate your local washer 
market after the war, we 
say start getting acquaint- 
ed with your prospects now. 
Here are some steps that 


will help: 4 
1) SERVIGBsTODAY-SALES 
KISS A FEW BABIES! TO-MORROW. a record of 


the location, “make, age and 
condition of all washers you service. Better sérv- 
ice today means more sales after the war. 


2) NEW BUSINESS. Survey at least 10 t6,20 homes 
a week (by phone or visit) to find out which fami-— 
lies own washers now—who will buy them after the 
war——what brand and type is pref, a+sand wh — 
War Bonds bought now are beingge tked for 
postwar purchase. 

3) CARD FILE. Keep a careful 
card file record of the facts you 
obtain and use it to: 

a) Help you stock the kind of 
washers your prospects want-after 
the war. 

b) Circularize your prospect 
list as soon as washers are again 
available. 
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Go SNOOPING! 


Postwar planning is vital to your future success. 
But it is worthwhile only when it gets down to brass 
tacks. Use the suggestions above as the basis for 
a determined attack on your postwar market. For 
further help, get in touch with your Easy Divisional 
Sales Manager. Meanwhile keep an eye on Easy adver— 

tising in six leading na— 


cup THis Bucterin ‘ional. magazines. Easy 
AND PASTE IN YOUR Washing Machine Corp., 
POST WAR IDEA Book *S*acuse, N. Y. 














The EASY Post War Sales Bulletin 


NO. 3 
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Here are the stoves you've b 
hearing about. Don’t miss thi 
opportunity to profit from them 


























































STIGLITZ STIGLITZ 
WA -AIRE WARM-AIRE WARM-AIRE 
CIRCULATOR * WATER 
COAL HEATER HEATER HEATER ng 
befor 
billets. 
-dozir 
is 
billet 
‘ie —_ Has = the | 
s exclusive sive features an i t inci 
Air Jet Carburetion advantages of the or an ——- 
° standard model air jet carburetion to 
Saves 1/3 on coal plus water heaters. 
mY... Exceptional beauty a 
One firing lasts up of design Holds 75 lbs. of inexpensive coal. 
to 3 full days plus ° j 
° i Deluxe enamel finish Offers abundance “ hot water—at all 
Approved by municipal plus times. 
smoke commissions Special home humidifier One firing lasts trom 1 to 3 days. 
“The most revolutionary stove im- Recommended for those who want Rough-t 
provement of the century.” something extra nice for their homes. ae to standard hot water storage iFirst m 
o 
Cutaway shows exclusive features and Cutaway shows how it “heats like a Cutaway shows magazine, air jets and wean 
fine construction. furnace”—note humidifier. efficient water jacket. 
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Tuese heaters, which are new in principle, 
have real appeal to consumers. They are 
time-tested — home-tested — proven satisfac- 
tory from Coast to Coast. They offer your 
customers EVERYTHING they can ask of 
an improved, @modern heater—Beauty, Per- 


formance, Convenience and Economy. 


To you the big, new Stiglitz Warm-Aire line offer: 
PROMPT DELIVERY - PERFORMANCE - EYE APPEAL - MORE SAL 
Write, Wire or Phone for details on this outstanding line ta 


Immediate delivery - subject to Government regulations 


STIGLITZ 


FURNACE & FOUNDRY COL 


"Lhe Oldest Stove Factory in Ameuth 
2007 PORTLAND AVE., LOUISVILLE, KY. Py 
Marketed Through Leading Distributors .—l he 
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Here is a high-spot picturegram of our 75mm. shell pro- 
duction schedule. MONARCH Range builders are pro- 
ducing these projectiles — the heavy missile that carries 
the high-explosive TNT to the enemy. (75mm. is approx- 
imately 3” in diameter.) All machining operations in 
producing these shells demand precision tolerances to 
insure infallible accuracy of fire and performance in 
cémbat. This consistent high quality production will 
continue for our armed forces until it may again be 
applied to the building of “‘high-efficiency””» MONARCH 
Ranges for civilian use. 

“Keep "Em Frying”’—MONARCH Ranges are built to last. 


MALLEABLE IRON RANGE CO. » Beaver Dam, Wis. 











bull-dozing. TNT ae | ; Red-hot billets are plunged Drilling hole and tapping thread 
ity is forged into oil bath to bring metal for fuse adapter set screw. 
» billet. ‘ Be to correct molecular structure. 








Machining bourrlet -— which 
is the front end of shell 
that ‘‘rides’’ gun barrel. 


Shrinking band 
on shell. This 
band causes 
shell to rotate 


Cutting recess and 
crimp groove for 
copper band. 
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COAL-WOO0D COMBINATION 





AND HOW HE WAS TAMED 


Offhand, the thought of putting a delicate 
radio set in a lunging, thundering war tank 
is reminiscent of the dainty china and the 


proverbial bull. 
You expect parts and pieces to start flying. 


But they don’t. And the story of how these 
sensitive instruments are able to stand war’s 
mauling—jarring shocks, the concussion of 
artillery fire, electrical interference, tropic 
heat and Arctic blizzard—is partially the story 
of Delco Radio’s experience in automotive 
radio. For years, Delco Radio technicians 
have been tackling and licking the parallel 
problems that once made automotive radio 
impossible. And as a result, when war struck, 
Delco Radio had a head-start on these old 
foes of “radio in transit.” 


Refining and extending its manufacturing 
and testing methods in cooperation with 


military technicians, Delco Radio has helped 
to provide practical radio communication 
for war vehicles ... in large quantity and on 
time. Thanks largely to years of pioneering 
research during prewar times, the old foes 
that once wrought havoc with radio reception 
in motor vehicles have been subdued. Delco 
Radio Division, General Motors Corpora- 
tion, Kokomo, Indiana. 


Back the Attack— 
WITH WAR BONDS 


ls 
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ROADCASTS 

AID FOOD AND = 
CONSERVATION 


being urged to d 
emand 
nd them on new ranges when 
again available 

















Martha Deane 





















































































NEW yorK 
CHICAGO WGN June Boker—"Home Management” Mon. thru Set 
Galen Droke—"Housewives’ Protective League” Mon. thru Fri. 
Los ANGELES KNX Combined with “Sunrise Salute” Mon. thru Sat. 
PHILADELPHIA wcAU Ruth Chilton—"For Women Only” Mon. thru Fri. 
posTON AND New England Network 
NEW ENGLAND WwBz—Boston, Mass. wesH—Portland, Me. omerierto mills” agri = 
MARKET wric—Hartford, Conn wisz—Bengor, Me. ’ se a ikee Kitchen” 
WJAR—Providence, R. 1. wBZzA—Springfield, Mass. 
Yankee Network 
WNAC-—Boston WEAN—Providence 
WAAB—Worcester wrHt—Hertford ee os Two days per week 
witH—Lowell—Lewrence WATR—Waterbury to alternate with 
Ken and Carolyn °F eorie Mills” 
wayn—Helyoxe—sprinanele 1cc—Bridgepo"* Marjorie Mis 
WrEeA—Manchester, N. H. wsAr—Fall River 
wcou—Lewiston—AubUrn Me. 
DETROIT war umrs. Page's Household Economies” Mon., Tues-, Thurs., Sat. 
PITTSBURGH KDKA Evelyn Gardiner—"Home Forum” Mon. thru Fri. 
— KkQw Galen proke—"Housewive® Protective League” Mon. thru Fri. 
st. LOUIS KMOX Jane Porter—"the Magic Kitchen” Mon. thru Set. 
CLEVELAND WTAM Jane Weaver—"Wemen's Club of the Air” - Mon. thru Fri. 
BALTIMORE WBAL Mollie Martin Mon. thru Fri. 
MINNEAP oLis— on oe 
st. PAUL KSTP Bea Baxter Household Forum Mon. thru Fri. 
WASHINGTON, p.c. wre Mary Mason—" Home Forum” Mon. thru Fri. 
BUFFALO—NIAGARA WBEN "The Food Magician” (oO. P. Stearns) Mon. thru Fri. 
CINCINNATI Wwiw Ruth Lyons—""Consumers Foundation” Mon. thru Sat. 
INDIANAPOLIS WIRE Richard Stone Mon. thru Set. 
ROCHESTER WHAM Hazel Cowles—"Women Only” Mon. thru Fri. 
DENVER *KOA Lora Price—"Home Forum” Mon. thru Fri. o* 
SCHENECT ADY woY Betty Lsinnox— "Household Chats” Mon. thru Fri. ° 
KANSAS citY KMBC Caroline Ellis—"The Happy Home” ‘Tues., Thurs-s Sat. ~ 
pa - * 
A ROBERTSHAW 
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© put a finger on the pulse of 

Canada you will do well to start 

by interviewing Editor T. C. 
Van Alstyne who sees all and knows 
all: his the magazine. ELECTRICAL 
APPLIANCES AND CONTRACTING. 

Mr. Van Alstyne has an appetite 
do his best pulse 
So he led the way 
Toronto bean- 
and a_ biscuit. 
of catsup gleamed 


and figures he can 
counting at lunch 

around the corner to a 
ery for a dish of tea 
Bright red bottles 
waved a 
read 
bone steak, butcher 


on every table- The girl 


menu under our vhich 


“Sirloin. steak, T 


noses 





steak, filet mignon. You carry 
these items in of the dear, 
de i 1 d iVvs beyond recall, ve opined. 
“No, we gottem,” said she. 
That, fellow Americans, is Canada 
in its fifth year of war. Inasmuch as 
the purpose of this story is to present 


' 


the situation of the electrical 
Dominion, and 
iffected by so many extraneous influ 


dealer 


‘1 «the since hie “is 


ence 1 a ve a better 


to first describe what those influences 
are: 

They may be summed up under sev- 
eral heads: 

(1) Canada is sold on the war. 

(2) Rationing and war restrictions 
are directed by men who know their 
industries. 

(3) There are few nutty orders and 
little hysteria. 

The first chance to learn about Can- 
adian patriotic fervor came in a gent’s 
room in a Toronto movie theater. At 
the close of the show all theaters play 
the national anthem. At the first 
strain we heard a clicking of heels, 
aid so help us, there were Canadians 
standing at attention in the telephone 
This proves the 
truth of the legend that a British sub- 
ject will stand up in his bathtub when 
he hears, “God Save the King.” No 
popping of gum or side talk, but dead 
pan attention. 


booths. probably 


“We feel about England as you 
vould feel if your poor old mother 


General view of Toronto from Royal York Hotel. 


By TOM F. BLACKBURN 


got beaten up,” Canadians told us. 
“And we don’t conceal our casualties 
as you do in the States, the papers are 
full of them every day reminding us 
we are in the war.” 

There is no hysterical pawing over 
soldiers in Canada, and the feminine 
“Wrens” are kept in the background. 
Just the same, from the fact that so 
many civilians wear campaign ribbons 
that almost seem to be tattooed on them 
it is obvious that the Maple Leaf Gov- 
ernment finds jobs for them when they 
return home. 


Rationing 


In the rationing field, common sense 
has been applied, and no professors 


have been allowed to run amuck with, 


the business. Only foods which are 
actually scarce, like tea, are rationed. 
Canned goods are held up while the 
season for fresh fruit is on. Meatless 
Tuesdays allow people to have plenty 
of meat the rest of the week, and hard 
workers have extra allowances. 


may 
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In fact, the Canadian system me 
divides meat into the boneless 
and meat with bones in it, An@® 
dance of pork, lamb, beef and mut 
were apparent in the markets wi 
we visited. Beer has to be bougit 
cartons of six bottles, which provi 
explains why our room at the 
Edward Hotel in Toronto was itl 
empties. 
Price freezing in Canada has 
ceeded because wages are atil 
frozen. The price index is follot 
and when it goes up to a certain? 
employers are forced to give 44 
of living bonus to their help. Pri 
have held pretty well. Alunch, 
cluding a piece of steak, can be# 
for 55¢ in Canada, which woulda 
$1.00 to $1.25 in Chicago. 
Rationing done by business mt 
Possibly the reason Canadian ra 
ing and regulation have succ 


due to the selection of men of 
business. A story is told in Was 











ton ot ho 
facturers 
Was goit 
were vet 
let loose 
know th 
gasoline- 
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A Personal Call on Electrical People Up There Reveals How They Are Get- 





ting Along After Four Years of War and What They Think of the Future. 






































ABOVE ... Fred R. Cavers, president of the Canadian Electrical Appliance 
Dealers Assn., believes there will be a resumption of manufacture in Canada. 


LEFT .. . Here are the last of the small appliances in Caver's St. Catherines 
store, but you can see they aren't stripped clean, as in the United States. 


BELOW ... Every dealer called on had fair stocks of major appliances, except 
washers, and they are rationing them out. 


met 

S ME ton ot how the washing machine manu- 
we iacturers filed in to meet a man who 
wm 2s going to regulate them. They 
wh 


were very respectful. Eventually he 
ugit let loose the information that he didn’t 
know there was such a thing as a 
¢ Mi gasoline-powered washer. Eyebrows 


ful shot up all over the room. 

In Canada it has been different. 
as“ Arthur L. Brown, who was formerly 
ve with the Northern Electric Company, 


ei heads up the electrical appliance divi- 
in 0n of the Wartime Prices and Trade 
a GM Board. 
“He got us before him,” Tom Gib- 
ich, HF son of the Danforth Radio Co., relates, 
‘There we sat all in our shirt sleeves, 
and he asked us what there was the 
steatest need of on the part of cus- 
oe <a : the way of appliances. If 
ad been a goony we would prob- 
ra ably have suggested $350 electric 
ranges, but he knew the business, and 
We right off began discussing rangettes 
(a two-burner portable affair) and 
hot plates. We knew we were dealing 
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WAR TIME PRICES IN CANADA 


These Are the Regulations. Dealers Say They Can Make Money Under Them. 


sell a rebuilt refrigerator. 


from date of the sale. 


Column 1 
Age of Rebuilt or Used 
Refrigerator 


USED HOUSEHOLD REFRIGERATORS 


Under this order all manufacturers and dealers must obtain permis- 
sion from the Used Goods Administrator to destroy used household 
refrigerators or parts. The following are the percentages of prices 
on new machines of the same make and model at which a dealer may 
All sales made under percentages of 
Column 2 must carry a warranty on the part of the dealer that it is 
a rebuilt machine in reasonably fit condition and that the dealer shall, 
free of charge, keep same in good repair for not less than 90 days 


Prices are f.o.b. seller's place of business with free delivery to points 
within the seller's usual delivery area and include installation in the 
buyer's premises. All prices are based on the years from which the 
refrigerators was released by the manufacturer. 


Column 3 
Column 2 
Rebuilt Refrigerator on 
“ae (no implied warranty) 


percentage 
ae CON GE SOG. + cckaevdnnvedcton 90 65 
Over 1 year and not more than 2 years 85 60 
Over 2 years and not more than 3 years 80 55 
Over 3 years and not more than 4 years 75 52/2 
Over 4 years and not more than 5 years 70 50 
Over 5 years and not more than 6 years 65 45 
ee Ons 5.000 Kev hu viendo heeveus 60 422 


RADIO—USED GOODS 


Effective June |8th, dealer's maximum price f.o.b. his shipping 
point, or any place within his free delivery area, on rebuilt or on 
used radios in as good condition as rebuilt, are as follows: 


Number of Tubes 





salers were 




















with a man who knew our side of 
the business, and would not do’ any- 
thing foolish industrially.” 

Canadians frankly think that one 
of the troubles in the United States 
has been due to advance notice of ra- 
tioning. You cannot say that there 
is a shortage and that rationing will 
begin on a certain date without start- 
ing a run. After two or three runs 
are instituted people begin to fear 
that everything is about to become 
scarce and will protect their interests 
in other angles, they say. 

In Canada there was no announce- 
ment of rationing prior to the day the 
rationing freeze started. The idea has 
been to conserve stock in the hands of 
manufacturers, distributors and dealers 
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Model, Type and Year 5 6to7 Sandover other 
Mantel, previous 1934 (Standard wave) 29.00 
Console, previous 1934 (Standard wave) 29.00 
Mantel 1934-37 (Standard wave)..... 25.00 30.00 35.00 
Console 1934-37 (Standard wave)... 35.00 40.00 45.00 
«~ . Mantel'1934-37 Ateng and short wave) 30.00 35.00 40.00 
y Console 1934-37 (long and short wave) 
(without pushbutton tuning)........ 45.00 55.00 65.00 
Mantel 1938-39 (long and short wave) 
lee. GG Bs BOBia cdc ce cvoccnces 17.50 
A.C. midgets with transformers. ..... 22.50 
Without pushbutton ............... 35.00 40.00 45.00 
We DUONNTNED ccs ccccccccsenses 40.00 45.00 50.00 
Console 1938-39 (long and short wave) 54.00 64.00 79.00 
Without pushbutton ............... 
ee CEINOD oc bac reece acéssooes 59.00 69.00 89.00 


and make them last just as 
possible. 


long as 


Manufacturing and Distribution 


Canada in all probability would still 
be manufacturing civilian goods had 
not the war in the United States cut 
off suddenly essential items that Can- 
adian factories needed. In the early 
years before the United States entered 
the war, there was great tempering 
of regulations to fit realities, and an 
appreciation that civilian economy 
could not be tossed into the ash can 
without disastrous effects. 

When the United States participa- 
tion forced Canada to close down 
manufacturing a plan was put into 
effect designed to spread the supply 





in Cana‘ 
also ca 
ould say ¢t 
siid be rat 
“Recently 
srder forbid 
on new line: 
MAX. % ON PRICE RANGE OF NEW 9 other tow 
Under $30 304045 464070 over 70 ness did not 
Mantel 1940-41-42 ip such a de} 
(Standard, long and short wave) 90 85 80 75 fittle of thi 
Console 1940-41-42 their stor 
Under 100 101 to 160 over 160 Mn the 
(Standard, long and short wave) 80 75 70 —' ae 
ork, 
Combination up to and including 1933.................+-000000- $60.00 ome mone] 
continues to 
Dealers must supply with every sale of a rebuilt or used radio in pink that 1 
as good condition as a rebuilt an implied warranty that the radio there when 
will perform equal to a new machine, that dealer will, at his own P 
expense, repair and replace worn, defective, broken or missing parts Rl 
necessary for good performance, except for repairs and replacements Pectr 
due to improper use or care by the buyer. Such warranty to be in 1942 <a 
effective from date of delivery and to be for a period of 30 days on dealers. wel 
machines selling for $50, or under, or for 90 days if sold for over $50. they did it 
business. 
list prices 
WASHING MACHINES csaihadis 
Effective June 14th the maximum price on rebuilt or used machines manufactur 
in as good condition as when new will be as follows: tefrigerato: 
some rang 
Wood tubs (dollies); Oscillators: Locomotive type; Cylinders | small appli 
(excepting Thor model 32); Mono cups; Wood tub (Gyrator of dealers, 
PIPED sccsecccsccces PS PPE Ae eI ae $39.00 them up u 
Thor Cylinder (model 32).............eeeeee ch dy ha ieee --. 65.00 still have 
Vacuum Cup, copper tub the higher 
WOE CO ee” Me nec 6 occ cee Seresevecersearnccseeeceuses 45.00 scarce In 
Two cup 24" tub............. sattuh bnananeicrne ah ap nehiee 60.00 midget set 
Three cup 24" tub....... BPs ASME. UA RS en ee 75.00 pe 
Gyrator type machines, copper tub, monel metal, and cast see in 4 
aluminum, produced prior to 1928..............seeeeeeeee 65.00 the army 
and produced from 1929 to 1932...........0..0eceeceeeees . 80.00 mative oe 
Copper tubs only, produced during and after 1933............ 90.00 re “ 
Gyrator type machines, stainiess steel, monel metal and cast edits te 
aluminum tubs; produced from 1933 to 1939............... 95.00 litt! a 
and produced during and after 1940, ae) , * 
90% of original retail selling price out, but | 
service ac 
Stencil line, copper tubs of all types, ay 
90% of original retail selling price eee 
Porcelain tub machines of all types (branded lines and stencil lines), odiggedl 
90% of original retail selling price men. Ne 
usually hi 
Where maximum price cannot be figured under this order, it must 
not be sold until an application for price has been made to and 
approved by the Administrator. On all used machines sold at 50%, Good | 


or more of the maximum price, the dealer must give an implied 


warranty as part of the sale. 


of appliances over three years. It is 
interesting to note that General Elec- 
tric and Westinghouse still have a 
few refrigerators and some ranges. 
The last of the washers were recently 
sold. The production of stoves which 
are an essential in a cold country, has 
continued. 

With the exception of butter, Bill 
J. Packham of General Electric relates, 
there has been no run on merchandise 
in Canada. Even with the butter the 
Canadian government pooh-poohed the 
public and assured them there was lots 
of it if the people didn’t run on it. 

“One of our natural advantages,” 
says Mr. Packham, “has been the fact 
that Canada has not been loaded up 
with too many electrical dealers. As 
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a result, we never had the chisel 
here in Canada that took place imi 
States when one dealer was sté 
on the heels of another with the 
product. The dealer has a pretty] 
living out of his business and™ 
prices stopped the minute the} 
began, oe 
“There are approximately 
dealers in Canada selling major 
ances. Of these only 20 percent ma 
folded so far, and 10 percent om 
is due to army service where the OW 
ers of the business were 
The Hydro-Electric Power Ud 
sion, the Canadian utility for 
stopped merchandising during the: 
but still sell a little stuff in 
today. A larger number of 
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ealers were exclusive electrical deal- 

in Canada due to the fact that 
hey also carried on contracting. I 
ould say that 25 percent of them 
sould be rated in this category. 
“Recently the government issued an 
nder forbidding dealers from taking 
a new lines or moving their stores 
» other towns. The new line busi- 
ness did not affect the electrical trade 
to such a degree as many of them had 
b little of this or a little of that already 
in their stores. Like you folks in the 
States, they have taken up repair 
work, their contracting brings them 
some money, and a diversified line 
continues to help pay the rent. We 
think that most of them will still be 
there when the war is over. 


No Bad Accounts 


“One of the phenomena we at Gen- 


Meral Electric have noticed was that 


in 1942 we had no bad accounts. Our 
dealers were all making money and 


Mthey did it with half the volume of 


i —— 





SESS aariter 


“8 


23-5 


25 


business. This means that they got 
list prices for what they sold of this 
merchandise. About one half the 
manufacturers’ distributors still have 
refrigerators and all of them have 
some ranges for Most of the 
small appliances are now in the hands 
of dealers, but the distributors had 
them up until last May. The dealers 
still have radio stocks, particularly of 
the higher unit consoles. Tubes are 
scarce in Canada, and there are few 
midget sets. 

“Service men are a problem. You 
see in Canada we have in addition to 
the army conscription a national se- 
lective service act which permits the 
government to take men under 40 and 
force them into needed jobs. When a 
man is tapped for the army there is 
little chance in Canada of getting him 
out, but under the national selective 
service act, they rate repair men for 
tefrigerators and washers as essential, 
but are ‘hardboiled with radio repair 
men. Nevertheless, the proprietor has 
usually had experiengé in doing repair 


sale. 
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work, and if he has not, he has gotten 
busy and taught himself a few things 
during the last few years so that he 
is carrying on when his service men 
have gone. Just as 25 percent of the 
dealers do some electrical contracting 
work on the side, I figure that fully 
50 percent of them do repair work. 

“In the matter of transportation, 
service trucks up here can get tires 
or retreads and a dealer with a B card 
can go 7,000 miles a year in addition 
to his A card which permits him to 
go 2,000 miles. (The government per- 
mits individuals to buy 360 gallons a 
year and use them as they please). 

“By and large, the dealer’s lot sums 
up like this: He has eliminated the 
10 percent commission that he form- 
erly paid salesmen. Many of them 
have eliminated the 10 percent which 
they lost chiseling. They have got 
rid of the 5 percent which they lost 
financing paper as all sales are on a 
cash basis today. They have gained 
about 5 percent which they formerly 
lost on trade-ins. All in all, the deal- 
er is about 30% further ahead than 
he was in the old days. With average 
markup of 50 percent in Canada, you 
can readily see that even on a small 
volume a dealer: is able to keep his 
nose above water. With some diver- 
sifying in the way of chinaware, hard- 
ware, furniture, toys and novelties, 
going on before the freeze, they are 
able to carry on pretty well. 

“Even on the parts situation I do 
not know of any dealers who are not 
getting supplies reasonably fast. How- 
ever, not all manufacturers are well 
supplied with parts.” 


The Department Store Position 


Eaton’s, which is said to number 50 
stores and mail order department had 
appliances on its floor when this writ- 
er called. There were four-burner 
electric ranges at $139.50 and priced 
up to $350. There were gas ranges 
at $58.56 and $92.50. RCA-Victor 
had a 50-lb, icebox which Eaton’s sold 
for $49.50. Plenty of stoves were on 





Good old records have done a lot to carry the overhead. Most stores would not 
be without them in Canada. 


See 


D err 


Eee 








the floor, these not being rationed. 

Said an Eaton employee in major 
appliances, the scarcity of service men 
is the most difficult thing they have 
encountered. There is a lot of trade- 
in merchandise sitting around await- 
ing rebuilding simply because scarcity 
of manpower. Toronto for example, 
is divided into three districts and to- 
day the service men spend two days 
a week in each district. You can get 
tires for trucks but delivery trucks are 
only allowed to go out on one trip a 
day. Cars of individuals are non- 
existent as a man can only get 3 gal- 
lons of gasoline a week for himself. 
As a result Eaton’s have cut out all 
appraisals and trade-ins. 

The average salesman’s income is 
off one-third. Eaton’s has been pay- 
ing the salaries of the men in service 
until recently. A salesman used to 
have to have five years experience in 
order to sell major appliances in 
Eaton’s. Today a ribbon clerk can 
sell them, as the only job is in seeing 
that deserving or financially capable 
people get them. 

There has not been a lot of harass- 
ing questionnaires from the govern- 
ment to fill out. A customer buying a 
new electric range has to fill out a 
certificate of necessity and dealers are 
required to report their inventory. 
Some things annoy the salesman as he 
is permitted to sell a combination elec- 
tric and coal range at will, but can’t 
sell what is called an “annex” stove 
(which is used in combination with 
an electric). : 

Heads of departments spend most 
of their time trying to pick up stock 
here and there. Nevertheless good 
displays are maintained at Eaton’s 
and at Simpson’s, and both stores 
seems to be stocked with even smaller 
appliances. Washing machines have 
utterly disappeared. 


The Dealer Situation 


Permit us to whisk you down to 
St. Catherines, where Fred R. Cavers 
runs an electrical store, and also hap- 





pens to be president of the Electrical 


Appliance Dealers Association (an 
Ontario group which really represents 
Canada). 

The Cavers store is highly diver- 
sified today and is making money. 
This is the way it has been done: 

(1) By partner Frank Cavers tak- 
ing a government job and cutting the 
managerial cost in half. 

(2) By acting as local agent for the 
Campbell Finance Company. 

(3) By Fred Cavers being elected 
an alderman in St. Catherines which 
gives him an extra income of $200 
a year and a position to keep him in 
close touch with public affairs. 

(4) By diversification and service. 

Comparative Sales 

In 1939, 90 percent of the store’s 
volume came from major appliances. 
In 1941, month of June, for example, 
sales were $12,642. For the month of 
June, 1943, the sales on appliances 
were $4,417. 

In June 1941, sales were as follows: 

NUMBER AMOUNT 








Refrigerators .......... 32 $7,913 
RONGOS 2c cccccccccces 5 888 
GES FORGES. ....c2.000- 1 106 
Washers and ironers.... 5 572 
eas cata ciereks 22 1,168 
Used equipment........ ide 790 
Miscellaneous ......... 830 
ED en asgeendo one 183 
Vacuum cleaners....... 3 187 
$12,642 

For June 1943 we see the following: 
Refrigerators ......... 5 $1,420 
Pee Teer ee ee 1 150 
GOO COMING’ occ vccdivcas 0 whens 
MIE 5 6 0% sc awe ens Ric deers 
SRE Are ere 4 323 
Used merchandise...... , 354 
Miscellaneous ......... 2,814 
in, SererTTrerres er 138 
IS no oe ucaksee< 305 
Vacuum cleaners....... 1 59 
$5,563 

Rent for the Cavers establishment 


is the same as 1941, $108 a month. 
Electricity. has dropped from $25 a 
month to $13. Advertising has 


(Continued on page 36) 


With American tourists all taking off their hats to British china, china departments 
have more than paid their way—when you can get it. 
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1° in 1933 General Electric introduced the CA sealed 
rerigerating machine. With it came the first stainless 
steel evaporators and closed condensers. This is the 
CA-2 Form-A machine. The CA-1A is similar but has a 
smaller evaporator and box top. Form-A machines are 
easily recognized by the evenly spaced condenser tubes 
and the float valve on the box top corner. 


2 Here is a CA-! Form-B machine. There is a corre- 
sponding CA-2 Form B with a larger evaporator and box 
top. Form-B machines, made during 1934, can be identi- 
fied by the later style condenser . . . and by the float 
valve and its extension located behind the condenser. 


—— ee ee oe 


3 Internally, the CA machine is different from all 
other G-E mechanisms. A rotary type compressor handles 
the extremely low pressure refrigerant Methyl 
Formate. 
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Servicing 


General 
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(TYPE 


4 The pressure in the evaporator will always be less 
than atmospheric; that is, a partial vacuum. Also, the 
higher pressures in the case and condenser will often be 
less than atmospheric. If the system is opened up when 
the condenser is cool, air will probably flow in, instead 
of refrigerant coming out. It is important to remember 
this characteristic in making adjustments to the CA 
machine. 





Information on the following prob- 
lems: Nos. 1 to 11 inclusive. Non- 
condensable gas ... leaks... low 
refrigerant ... bad oil conditioner 
... check valve leak ... and ma- 
chines that will not run. 








HIS is one of a serjes of “how to" serv- 

ice specific makes of appliances. These 
step-by-step operation instructions are pre- 
pared by ELECTRICAL MERCHANDISING 
in cooperation with the manufacturers and 
carefully checked for accuracy. Already 
published is similar service information on 
Westinghouse irons, Maytag washers, 
Knapp-Monarch toasters, Premier vacuum 
cleaners, Simplex ironers, Speed Queen 
washers, lronrite ironers, G-E and Hot- 
point irons, G-E washers, Blackstone 
ironers, Universal irons, Lovell wringers, 
Speed Queen wringers, Hotpoint ranges, 
Apex washers and ironers, Universal 
washers, Easy washers and ironers, West- 
inghouse ranges, Blackstone wringers. 
Chromalox range units, and Thor washers. 
Also in this issue Universal percolators 
(page 20). This series will be continued 
with two or more appliances in each issue. 




















te 


C-A) 


Non-Condensable Gas do: 


not change into a liquid 


5 First, let's consider non-condensable gas. By 
tion non-condensable gas is any gas that does not 
into a liquid. In a CA machine, it may be air or iff 
be a combination of other gases formed over a 
of years from a slight amount of moisture in the 


\) 
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6 Collecting in the float valve, noa-condensable Rade 
restricts operati®n of the valve. Normally, liquid refrg: 

erant flows into the float chamber through tube A. Te 7 A coo 
ball floats, raises the needle valve B, permitting refrig Non-condey 
erant to enter the evaporator through tube C. Now by the ne 
condensable gas collects and stays in the upper PB chell from 
of the float valve chamber. 


ELECTR 
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NON-CONDENSABLE 
GAS 
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As more and more gas collects, pressure is built up 
gainst the liquid refrigerant flowing into the chamber. 
enough pressure is built up to stop the flow 


The result is—first, a lowering of the frost line on 
@ tight side to a point below the header. Then, the 
rost may drop all the way to the bottom; until, finally, 
ere will be no frost and no refrigeration. 


efrig: 


Ps A cool float valve is another symptom that makes 
homcondensable gas easy to recognize. This is caused 

asl ony non-condensable gas insulating the float valve 
tl from the warm liquid refrigerant. 


10 With the machine running, place one hand on the 
float and the other hand on the upper part of the con- 
denser. If the float is cooler than the condenser, you 
know that non-condensable gas has collected. 


11. In addition to having a low frost line and a cool 
float valve, the machine will probably be noisy. 





“No refrigeration" and noise 
complaints caused by non-condens- 
able gas can be corrected by 
“bleeding” this gas from the sys- 
tem. Let's see this done step by 
step. Nos. 12 to 60 inclusive. 








12 Heat the machine. This raises the internal pres- 
sure so that it will be above atmospheric and air will 
not be drawn into the machine. Use an electric heater 
in the evaporator. . . 
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13 o,, put pans of hot water in the evaporator, and 
cover the condenser. Just don't let the condenser get 
hotter than the hand can stand. 


14 Keep the machine running all the time so as to 
maintain an outward pressure. Remove the float valve 
cap and the auxiliary sealing screw. 


16 Open the purging screw just a crack to check for 
outward pressure. If the oil is sucked in, close the purg- 
ing screw quickly and heat the machine some more. 
When there is outward pressure. . . 
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18 Leave the purging screw open about 1/16 of a 
turn. Bubble the non-condensable gas through the oil 
as fast as possible without blowing out all the oil. An- 
other check on the proper rate is by odor: With your 
nose six inches above purging screw, the rather sweet 
odor of Methyl Formate should not be noticeable. 





Lidl 


19 The rate of bleeding is very important. It must 
not be too fast or refrigerant will be lost. Also much 
of the non-condensable gas will remain in the machine. 
Continue to bleed for three minutes, and check the rate 
frequently. 





20 Then close the purging screw for about one minute. 
This allows the non-condensable and refrigerant in the 
float to separate so that’no refrigerant is lost when the 
purging screw is opened again 


21 Repeat the three minutes open, one minute 
closed, cycle until all the non-condensable gas has been 
removed. 


22 You know all the non-condensable is removed when 
the float valve is warmed to the same temperature as 
the condenser. Thirty to forty-five minutes of bleeding 
may be required. 


23 When finished, close the purging screw tightly and 
check for a leak. Do this by putting more oil in the 
purging screw socket and watching for bubbles. 


24 So far, we have covered a normal case of non- 
condensable gas trouble in the CA machine. Now let's 
consider the effect of room temperature, and machines 
that stall and trip off the overload. 


NON-CONDENSABLE 
GAS 





Leaks in 
ondensable ¢ 
ed in, inst 
chine comp 
in within | 

d it once 

ou know ther 


SULA: 


eration of the machine in a warm room may be 
ably satisfactory. In a cold room the same 
may give considerable trouble. The reason is this In 
cold room the internal pressure that forces liquid 
frigerant into the float valve is low. The opposing py 
sure of the non-condensable, preventing liquid 
entering the float, is enough to cause trouble, 
one reason for erratic operation. 


A low 
oper blee 
frost li 
the eva 

due to 
itioner, 


26 Sometimes a machine will have so much 
densable gas, that it will stall and trip off the © 
The problem here is how to get the machine het 
that it can be bled. 


nO OS: aaa Se Miia 


27 To do this and to determine definitely 
non-condensable is the cause of stalling, put oil i# 

purging screw and open it just a crack. If the p 

is outward, you know the cause is non-condensable 

The machine should be bled. Let the non-condens © 
bleed through the oil until the machine can be 

running. Then heat it and proceed with the normal t 31 He 
ing instructions. refriger. 
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TEOD Leaks in a CA machine usually show up as non- 
¥ sondensable gas. Because of the low pressure, air is 
ed in, instead of refrigerant leaking out. Bleed the 
chine completely the first time. If the trouble occurs 
sain within a few months, there is probably a leak. 
d it once more. If no refrigeration again develops, 
sy know there is a leak. A replacement is in order. 





A low refrigerant charge is usually caused by im- 
pper bleeding. Too much refrigerant has been lost. 
The frost line will be low, particularly on the right side 
the evaporator. However, be sure the low frost is 
due to non-condensable gas or to a bad oil con- 
ioner, 











30 To add refrigerant, use this Monitor Test equip- 
Ment. The general procedure, known as Monitor Testing, 
i the same as for G-E DR machines. 





31 However, be sure to use only Methyl Formate 
refrigerant. It comes in a bottle painted white. 


fa 
: 





32 And heat the machine before starting. This pre- 
vents air leaking into the system. Also, you can check 
for non-condensable gas and bleed it off if necesary. 
Then shut off the machine while Monitor Testing. 


33 Here is the equipment set up on a CA Form-A 
machine. Note the special wrench that must be used 
to tighten the adapter nut to the float valve purging 
screw. 


34 This shows a CA Form-B machine being Monitor 
Tested. . 


35 The oil conditioner is a small heater located in 
the base of the machine. The function is to keep high 
pressure refrigerant from condensing In the base. When 
it does not heat, the machine will be noisy. Also, the 
frost line will be slightly low. These symptoms are more 
noticeable in cooler rooms. 
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36 To check the oil conditioner, disconnect one of its 
leads at the relay and spark it on its terminal. No spark 
indicates an open circuit. A series test lamp can also 


be used. 





37 Replace the oil conditioner by removing the 
rubber plug in the back skirt of the cabinet top. Locate 
the heater leads and pull them out. 


38 A good oil conditioner will be hot if the machine 
has been connected for any length of time. 


39 When re-installing, make sure the heater goes 
straight into the tube in the base of the machine. 


CONTINUED ON NEXT PAGE : 
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CA MACHINES THAT WILL 
NOT RUN 


Service like other sealed machines 


4O Check valve leaks cause partia! refrigeration, low Check these parts 
frost, and long running time. The check valve A is Control 
located inside the machine. If it leaks, when pushed Relay 
against seat B, hot high-pressure refrigerant vapor goes Wiring 
back into the evaporator during the "off" cycle. Try to start machine 
Jarring 


220 volts 


43 CA machines that will not run should be serviced 46 
just like other Sealed machines. Check these parts: 
control, starting relay and wiring. Then try to start 
the machine by jarring or by the momentary applica- 
tion of 220 volts. 


Remove the screws holding the control to 
box top, or the condenser on Form B machines. Pull 
the control and disconnect it 


y These « 
n Form-A n 


{ 


L 


rad 
41 This leakage can be recognized by a loud hissing : 


noise right after the machine shuts off. 


ee 





1 These 
44 When necessary to replace a control— 4T Then remove the control completely, with te 


bellows tube coming up through the box top. 





42 To correct this leakage, heat the machine while 
it is “off.” Then turn the machine on and off a few 
times to get a flushing action through the check valve 
chamber. A bad leak that cannot be corrected in this 
manner, or by jarring the machine, may require a ma- 45 First, loosen the clamp holding the bellows tube 48 The original starting relays— ord and 
chine replacement. to the evaporator; then, straighten the tube. ds. 
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9 Are now replaced with the type R relay. 53 On Form-A machines, slip the rubber tubing over 


the wires where they come through the box top. 


0 These accessories are used to 
n Form-A machines— 


54 install the mounting bracket on the box top. Two 
screws hold it. The leads come up through the hole in 
the base. 


y 


55 Break off the small piece of the relay cover be- 
tween the lead openings. This gains necessary clearance 
for the wires. 


1 These are used for Form-B machines. 


52 Remove the locking connector from the connecting 
and strip the covering from the ends of both the tach the relay to the upright bracket with the spring 
ads. ° 

3 clip. 


56 Connect the leads to the relay terminals and at- 
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57 On Form-B machines bring the wires through the 
hole in the accessory back plate. Place the turned over 
edges of the plate toward the condenser. 


58 Connect the leads to the relay and assemble the 


relay to the back plate with the U bolt, lockwashers and 
nuts. 





59 This assembly is then mounted on the condenser 
with two screws. The tapped holes are already in the 
condenser. 


TABLE 5 
WIRING CONNECTIONS 


aR = 
“ 

Machise 
“Cater a! Leeds 


Cs Porm B, Early Porm C. and 
CPR Bheycle 

CP Porm B and Karty Porm C 
CP.28 B<ycle 


* % sweeney + * “eR @ 


Connect OM Conditioner Leads to T 


REFERRING TO LETTERS IN ABOVE TABLE 
cord os permanemt!y attached 


‘ cable to the compressor ts att: Lapecier 
white lead to the starting winding, the white lead to the fan mo'or and the binck lead We the capacitor ere 
the white lead from the compressor md (he diac’ the epecttor are one ted (pet ber 
the white 


60 Rk relay wiring instructions for CA machines are 
shown in the printed table furnished with each replace- 
ment relay. 











Exterior view of place of business of Woodlawn Radio Service which features drive-in facilities. 


Drive-ln RADIO 


DD to the _ permanent develop- s danger f 
ments of World War No. 2th Mr. Sud 
electrical drive-in service st+™,.. 
tion. Among the concerns which have 
already gone in for this feature i 
Woodlawn Radio Service, Birming- 
ham, Ala. 

Business of this concern has mor™, 
than doubled since it moved about 
months ago into a gasoline service 
station which closed on account of gas 
and tire rationing. Now H. C. Sut 
duth, proprietor, said he was doing the 
service for about 18 other dealers # 
well as for the public and that he had 
no intention of going back inte 
cramped quarters after the war. He 
considers the setup ideal. 

The evident advantage of the place 
is its prominent location on a mail 
thoroughfare and the drive-in facility 
Customers bringing in their appl 
ances for repair do not have to hunté 
parking place. They can drive right 
in. The céncern operates on a “Cait 
and carry” basis, that is customers a 
encouraged to bring in their rads 
and what not and then come and g@ 
them. The drive-in makes it easy if 
them to do so. i 

The shop is especially fitted in® 
new location to service automotit 
radios. There is plenty of parkilg 
space and under ‘cover, if desired, 
the former lubrication and washilig 
bays. The concern is equipped 

View in shop. For help this Service Station uses teen-age boys testing apparatus which can be rol 

who have had technical high school training in electrical work. right up to the car. This 1s ™ 
more satisfactory than working om # 
car, parked in the street, where there 
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Birmingham, Ala. took over 
an abandoned gasoline serv- 
ice station and found it an 
ideal location to carry on a 


service business for radios 


and appliances 


s danger from passing traffic. 
Mr. Sudduth said that in his new 
ocation he was running: a regular 
bx-it shop, repairing all. typest_ of 
pparatus including not only radios, 
but also refrigerators, washers, ranges, 
mall appliances and electric fans. As 
he is equipped with a welding outfit, 
he is sometimes called on to fix things, 
hot exactly in the electrical line, as for 
f g25Bnstance repairing a stove door, or 
ny other item which can be brought 
g the ®., the shop. The concern does not go 
TS HBr for outside service, and that is why 
€ drive-in facility is valued. 
_Sudduth has two wartime special- 
les, both of them related to helping 
provide entertainment for the boys in 
€ service. One is taking cracked-up 
midget and table model sets, especially 
hose with plastic cabinets, and re- 
Britiing them, using whatever parts 
tre available. For instance he may 
ke the condenser from one set, the 
lid speaker from another and the 
parts from another to make one set. 
sually a new wooden cabinet, of sub- 


have 
re is 
ning: 


more 
out 8 
rvice 

















right 
“cash 


. 4 construction is built, to house 
2 € rearranged parts. Sudduth has 
a8 pought and rebuilt over 300 such sets, 

. St of which have been sold for 
rotive 


re boys in the service, being of compact 
build with durable wooden cases 


d, in 
shing Another specialty of Sudduth’s is a 
wih ecording studio where records are 


colle! oo for boys in the service. To 
“e ¥ recording machine right in his 
on pop, parents and other loved ones 
there Moldic, "3 and talk off a letter to the 

bys. The boys in return can 






























Woodlawn Radio Service of 


SERVICE 


go to a USO station and make a 
‘talkie” reply. Sudduth also makes 
recordings of church meetings, dedi- 
cations and other affairs on request. 
A charge of $1.00 per record is made. 
The records used are of a durable type 
which can easily be mailed in a carton 
provided for that purpose. 

Although the preacher doesn’t 
know it, Sudduth has slipped into the 
church a few times and made record- 
ings of jazz pieces on the pipe organ. 
Incidentally he plays the pipe organ 
himself, and it was love of music that 
first got him interested in radios and 
phonograph machines. Now he is 
called on to keep up automatic record 
players and radios in various road 
houses and “juke joints” in his sec- 
tion. 

For help Sudduth largely uses teen 
age boys who have had technical high 
school training in the electrical field. 
They have proved right efficient. He 
has several on his staff, so that he can 
take care of any rush volume of work 
that comes in. 

After the war Sudduth has one idea 


‘that he hopes to put into use and that 


is a repair shop on wheels. This will 
enable him to drive up to any dealer’s 
place of business and fix any appli- 
ances he may have ready, then drive 
on to the next. He is now serving a 
number of dealers who do not have 
service, and he believes the rolling re- 
pair shop will further solve their serv- 
ice problem. It will in effect take his 
electrical service station to their front 
door. 
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Cars can drive right up for service. Note the portable testing equipment. 





Here H. C. Sudduth, proprietor, exhibits set for which his 
firm made the wooden case and then assembled the parts. 





Repairing 
NIVERSAL 


PERCOLA TOR 








5 oi 


If percolator will not heat, if excessive melting of 
fuse plugs takes place and if unit will not percolate: 














IF’ GROUNDED... 





; 
Mm 
ity? 


2 Remove bottom plate and fuse plug. Inspect fuse 3 Inspect fuse plugs for signs of melting. Install new 4 Inspect terminal wires for breaks. 
fingers, all terminals and connections. Also all in- plug and recheck for circuit. ; 
sulation. If surface of fuse fingers is rough, rusty 
or pitted, this may cause excessive melting of fuse 
plugs and they should be replaced. 


ELEC 
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5 Disconnect terminal wires. 


8 Remove unit cover plate and unit by working unit 


pull back and forth, at the same time pulling. 





11 Replace unit cover in unit pocket, forcing it all 
the way into the pocket, using a piece of rod and 
mallet or hammer. Do not drive too forcibly. 
This will damage the inside of the percolator body. 















ra 


Next secure cover plate with studs or screws and 
reconnect terminal. wipes as in pictures 5 and 6. 


Then insert fuse plug and test as in picture | and 2 
reversed, 





Remove two studs or screws holding unit cover 
plate. 





“4 Inspect bottom surface of heater plate. It must be 


perfectly flat. If warped in the least the heater 
plate must be replaced. This is best done at the 
factory. 


10 Remove old unit and install new one. > P 


& 
ae 


x #- 

Insert unit pull in fuse socket. Unit pyll is made 
from a piece of '/2 inch Rod threaded at one end 
with #24 thread. At this point check unit cover 
plate for tightness of fit. If it comes out easily, it 
fits too loosely. This will prevent proper heating 
and result in excessive melting of fuse plugs. An 
oversize cover plate should be installed or the per- 
colator returned to the factory to have unit pocket 


reblocked. 








12 Check for and remove sediment, if any, in well of 


heater plate nose, using small bladed screw driver. 
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Remove valve seat at bottom of inset tube and 
make sure washer and valve are clean. 
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How One Department Store Solved 


The APPLIANCKRHSE 


instead of just folding up when appliances 
went off the market, Pizitz of Birmingham 
are doing a bang-up job on chicken houses, 
kitchen cabinets, ice-boxes, records, sheet 
music, musical instruments, coal heaters 


and a numer of other items 


But there are still items sold for the kitchen as here shown, including ice boxes, cabi- 


nets, refrigerator accessories, gas ranges, etc. 
onsiderable. 
he store also ection from time to time. Numer- these is kitchen cabinets. There is 

instslation leature fabrica wooden fenc- mail orders are filled. insatiable demand ior them, Mr. Alle 
lieu of electric refrigerators the said, and after selling out of the met 

store is now selling plenty of ice and built-in types he switched 1 
igre ¢ direction of 3 boxes, in fact the display of refriger- factory-made wooden and compositi 
W. C. (Bill) Allen, manager. He ve anticipate that sale of the ators looks little different from pre- board types. Many scores of the 
he sale of war days. In addition the concern have been sold and good display spa 
volume he did back in the haleyon prefabricated houses after the war,” has a floor table devoted to the display is given to them on the floor. Hei 
days before Pearl Harbor, but hi aid Mr. Allen, “in fact we are al- of accessories for electric boxes. confident that the kitchen cabinet w 
department occupies as much space, in ready looking into that possibility. In There are two items (not counting be a good after-war item, in fact 
fact a little more, and he at least didn’t other words, we hope not only to sell ice boxes) which might be considered complete electric kitchen including 
did some major appliance the customer the equipment to go in regular appliance department mer- even the floor covering. In new home : 
: ; ; . “4, mprove this fe 
department the house, but the house as well. May chandise and which have helped he expects everything to be built 


‘ The dep 
be that will be the ultimate ackage ightlv t aintain v » Oneal 3 : ra J 
Chichen Houses Seid ec Sabetttate i will be the ultimate in package mightly to maintain volume. One of including the range and refrigerato: plumbing fi 


The other 
till selling i: 
rationed, is tl 
is placed on t 
which when 
24 hours or 
further atter 
advertisemen: 
taken to sho 
of the heater 
smoke inspe 


With this layout of thin, g for cl yards, gardens, etc. 
the «de partment ng great gun he icing in 4-foot sections sells for 


under the 


vouldn't iy that he wa vetting the chicken house will lead to t 


hold up a 


Kight now the find in the line of 
ins ol Bilin Record Department Expanded 


ubstitute” merchandise i Band instruments and sheet music are also sold to supplement radio business. Quite ai 


house Phat is because of the threat Although the department has no 
ened food shortage dud the nation more radios to sell, it can still supply 
vide resurgence of intérest in poultry plenty of music for the home in phono- 
ind egg raising. People who found graph records, sheet music, piano rolls 
they couldn’t buy pork and beef in the and muSical instruments. The record 
usual quanities decided they could department, has been twice remodeled 
have scrambled eggs and fried chick and tripled in size in the past three 
ens by raising pullets in their own years. Jt is stream-lined in design, 
back yard. Hente the demand for finished in natural wood with inlaid 
broodey licken houses and other linoleum floors and facilities include 
accessories® It has réally, been terrific six private listening rooms, equipped 


long waiting . with electric phonographs, four for 


with 
lists ¢ ifstomes popular music and two for classical. 

The Pizitz stor two size poul Manager Allen attributed the 
try house mpl of which are growth of the record department to 
displayed on the floor. One is 10x12’ the varied stock carried, to the em- 
in size, large enough for 30 to 40 lay phasis on complete albums of popular 
ing hens, and retails for $198. The recordings, symphony and opera se- 
other, 6x8 in ze, large enough for lections, and to the expert assistance 
12 to 16 laying hens retails for $98.50. rendered to customers by a competent 

The concern has two sources of _ staff. As much as page advertisements 
upply for the prefabricated poultry are devoted to phonograph albums and 
houses, one in Georgia and one in Vit it is not unusual for customers to buy 
ginia. When an order is taken, the $3.50 to $20 worth of records at one 
knocked down house is shipped direct time. Customers are urged to get 
from the factory to the customer’s started with albums and add to the 
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One of items sold is prefabricated chicken houses here shown. This display all but 
"Model Electric Kitchen" sign in the background. 


The other regular department item 
still selling in quanity, although now 
rationed, is the coal heater. Emphasis 
is placed on the new type space heater, 
which when filled with coal will give 
B24 hours or more of heat without 

further attention. Also a_half-page 
advertisement in the newspaper was 
taken to show the non-smoke features 
of the heater. A letter from the city 
‘smoke inspector was. reproduced to 
-mprove this feature of the stove. 

The department also displays 
plumbing fixtures including electric 























water systems on the floor, but most of 
it is now frozen. 

All along, Manager Allen has kept 
his eyes pealed for substitute mer- 
chandise and he is still at it. That is 
why he is now seriously considering 
a home insulation department includ- 
ing rock wool and maybe weather- 
stripping, storm doors and sash and 
cauking compounds. Some of this may 
be strictly “stop-gap” merchandise, 
but he is not sure, but that the “com- 
plete house and everything that goes 
in it” idea will prevail after the war. 


a 


Pa Del 


* A ip 
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.& , 


covers up the 


a 


Pizitz used big 
space to tell the 
public about chicken 


houses. 


Quite an “anchor to windward" to the department is phonograph records, which developed more 
or less as an offshoot to radios. 











ALABAMA’S LARGEST 


NZIT 


See These Chicken 
Houses Set Up On 


Moss Chosated Our Fifth Floor 


Be Your Own Egg Man! : 


Pre-Fabricated Wooden 
CHICKEN: 
HOUSES 


Ready to Be Shipped to You! 
Easy for You to Put Together 


Mal Orders 
Fitted 













TTT 






l 


ip 
cit 


{ 


% For 30 to 40 laying hens 

% Sturdy pine complete with Hoor Size 10’xi2’ 

% Four glass windows 

* Complete with dropping board and $ ; 
roosts 

% Fully lined for dreft-protection 198 

*% Outside prime coct of paint é 

% 2-ply weather-proof roofing One-Third Down 

& Pre-febricated . . . easy to assemble 12 Months to Pay Bolainee 


Me CO. 0. Orders, Refunds or Cancellations 


Free “MI 


Chorges 
te Your 

















Freight : : 
Stetion : : 4 











te For 12 to 16 laying hens 

% Sturdy pine complete with floor 

*% Two glass windows 

x Complete with dropping boord, roosts 

* Fully lined for draft-protection 

* Outside prime coat of paint 

* 2-ply weather-proot roofing One-Third Down 

% Pre-fabricated... casy to assemble 12 Months to Pay Balance 
Ne C. ©. D. Orders, Refunds or Concelictions 


RAH ey 


Lisoudliadbilsaens mM 


Pre - Fabricated Wooden Fencing 


3 


for 4-{c. section 


Size 6x8’ 


§° 









% Sturdy pine with prime coat of paint 

% Sections bolt to ony sixe enclosure 

x Complete with all necessary bolts and 
latch 


% Pre-Fabricoted... easy to assemble 4.95 for gate section 
Free Gelvery te Your Meerert Freight Office, Me C. ©. BD. Orders, Refunds or Concolitionr 


(PIZITZ~—MAIOR APPLIANCE DFPARTMENT.-'FTH FLOOR 
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fianager, anid 


hom 


ture 


is no time fo curtail H () M E i 
SERVICE 


Utah Power & Light also are doing an active wartime home service job. Here is 
Miss Nancy Finch, home service director, conducting a demonstration 


By CLOTILDE GRUNSKY 


lirector, demonstra- 
2,000. There 
re 750 contacted personally by each 


g@ the ve 


gave 112 lecture 
reaching more than 


irl durin 
us pro- 
> given at 
on food 
lighting, 

and Car 


up this dey rvation 


tthe national war effort. War the staff oi ie department, 
denvagtge 1 , 

the f@Tl staff a: 
it, one 


Bbw! rps of 18 home:servi in its nutrition pr 


with degre 


tall 
Tal in Many Cases 
the 
ifficial classes. The home service girls 
also trained the Camp Fire girls in 
nutrition work. When the 


kegs, 


pia 


We Wa nee en able to using the company kitchens for 
pur of tl 
} ng oe re 

colléwes 
K to it 
[ nder 


it University 
rength. 

Hess, utilization 
Edith Rauch, 
the department 


part in 


service 
is taken an 
ial programm t 


every ofn 
keep up conditions in 

and has in addition in- 
its There 
thought of asking for 
returns from this service al- 
though unexpectedly enough, this un- 
elfish 


ponse in 


1 
nome- 


augurated a few of own, 


is been no 


ividend 


policy is winning a 


real re- 


p! ictical w ivS as well, of 


yurse, as building a platform of fu- 
good will. Recently Miss Rauch’s 
department vo! t] 


the Laura MeCall 
service. 


second prize in 


iward for home 


6,000 Calis Made 


During 1942, which was the period 
for which the award was given, the 
irls of the department made 6,000 
individual calls, gave 900 lecture 
total ot 25,000 
eight girls who 
it that time, and the 


demonstrations to a 
ich ol the 


people iE 


carried the w 
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Puget Sound Power & Light Co. main. : 
tains a full staff and an active department 
as a war service to its customers 


oi Washington called in 300 Washing- 
ton educators from schools and col- 
leges for its home economics “round- 
up”, the power company was given a 
recognized place on the program of 
nutrition training. 

Among other activities which the 
home service girls have carried out 
been classes in the Health for 
Victory program, regular .demonstra- 
tions in the company’s kitchens, classes 
for Army, Navy and Coast Guard 
cooks, a cooking class for young men 
oi the Y.M.C.A., and several children’s 
The department has also pro- 
vided training for a nursery school in 
eastern Washington, has held classes 
tor Girl Scout troops, has provided 
advisory service on dimout and black- 
yut problems. A “share-the-meat” 
program for high schoo] students was 
among its promotions. Assistance has 
also been rendered to Victory garden 
projects under OCD auspices. To 
assist housing projects and new home- 
makers workers, home 
planning films have been shown and 
distributed for the use of interested 
zroups. 

Of special importance at the present 
time are the food preservation clinics 
in which the women of the home serv- 


ice department join with the 
the universities and colleges ¢ 


and answering problems of 


clinics take up such questions as 
sure cooking as a means of preseryi 
non-acid products of Victory g 
the preparation of food for deh 
tion, the preparation of food for fr 
food storage and similar means 
preparation to meet a possible 
food shortage. Assistance hag 
given by the utility staff to thew 
agencies of the Department of A 


have 


classes. 


where housewives can bring 
products for canning or deh 

under expert supervision. Where 
are carried on in public school 
ens, they are operated by the 

in charge, but assistance is fred 
given by the power company 
service staff. The power com 
agricultural laboratory was uséd 


among wWaf®&r 


best means of drying apples, one of 


Recently Frederick: & Nelson, 
of the principle department stores 
Seattle, put on a_ three-day pd 

(Continued on page 78) 


Puget Sound Power & Light's home service department 
put on a wartime food and nutrition demonstration 
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region in carrying on demonstratim 


wives of the Pacific Northwest. Th. 


' 


culture in setting up canning ¢ te 


the experiments which determined t 


principle fruit crops.of this regi 


0 


(] 


— 


ae 
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This ad 
Life anc 
appear 
Post, 1 
23rd Li 
News, 


ELECTR 








The Bicycle Lamp 


that went to Sea! 


HEN G-E engineers designed a bicycle tail lamp 

years ago, they never figured this same lamp would 
save lives at sea. All they wanted was a small rugged lamp 
that would last a long time and burn very little current, 
so kids wouldn’t have to be always buying new batteries. 
Then the Coast Guard came to us with a problem... 


‘*When a ship sinks,’’ they explained, ‘‘men are often lost 
because searching parties can’t see them. We want a tiny 
lamp bulb for rubber life suits, to run on a battery and 
burn brightly all night.” It might have taken months of 
research—if it hadn’t been for the bicycle lamp. Fastened 
to rubber life suits, it’s red glow guides rescue parties to 
sailors ... in time. 


THE BEST INVESTMENT IN THE WORLD 1S IN 
THIS COUNTRY’S FUTURE — BUY WAR BONDS 








NEW SIGN IDENTIFIES 
G-E LAMP DEALERS 


MARITIME OFFICER WINS 
G-E RADIO WAR BOND CONTEST 


4 

4 

4 

: 

4 

4 
Lieuteriant (j.g.) George C. Roberts, } 
54-year old music director of the U. j 
S. Maritime Service Training Sta- } 
tion, Avalon, Santa Catalina Island, 
Cal., was awarded the first prize— 
a $5000 War Bond—in the G-E Hour ’ 
of Charm War Bond Contest. } 
Lieutenant Roberts’ 50-word essay {4 
, 

4 

‘ 

« 

4 

4 

A 

4 

4 

4 

4 

4 

4 

, 

4 

, 

, 


4-COLOR OCT. LAMP AD 


en 
— 


ieee 
t 

bullo - 
anaeit stand NS 4 


{ 


—_—— 
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GENERAL ELECTRIC 
Mazda Lamps 


was among tens of thousands of en- 
tries received in reply to the G-E 
Hour of Charm War Bond Contest 
question, ‘‘I am buying an extra War 
Bond because... ”’ 

U. S. Treasury officials gave enthus- 
iastic approval to the contest. Hun- 
dreds of letters have rolled in to tell 
us of the grand thing the contest was 
and how it must reflect in a small . 2 
way the patriotism of the company. Here’s the attractive new four-color decal 


POS DF EE IE OMS sign, approximately 7 x 8 inches in size, 
appear in the following October issues: 9th Electri ; ~ which General Electric plans to distribute 
Post, 11th and 25th Time and Newsweek, wy PP mess feos Fy Peng oo the early part of November for use on dealer’s 
23rd Liberty and Business Week, 8th U. S. NBC; “The World Today” news every weekday, windows and doors. Purpose of the sign is 
News, True Story and Hygeia. 6:45 p.m. EWT, CBS. to identify G-E lamp dealers. 


maar tO 


STAY BRIGHTER LONGER 


- - _ > 
aie ie al alia di Ale sli dl Ate ii din din ith in di. in i Al di A A li i eM Mn i i i i || 


This ad appears in four colors in Oct. 18th 
Life and Oct. 23rd Post. Other G-E lamp ads 




















ELECTRICAL MERCHANDISING—OCTOBER, 1943 PAGE 25 











































The MARKET ON STOKERS 

Figures released for the first half of 1943 by the U. S. Bureau 
of the Census indicate that the sales of Class A, or commercial 
stokers, doubled as the effort was made by business houses to 
switch from oil. 

Class B stokers (0 to 61 Ibs.) Sales 

i 7... a weceb be kis we aee - 3,263* 

OS eee 

EE Se ke cbbcnsd<secndesedcsoe EE 

Class A stokers (61 to 1201 Ibs.) 

Six months 1943: 

(61 to 100 Ibs.) 4,215 ) 

(101 to 300 Ibs.) 4,397 Pe eeeeccccess 11,251 

(301 to 1200 Ibs.) 2,639 | 

Six months 1942: 

(61 to 100 Ibs.) 2,330 | 

Cree GO Bee OLD CATO Scccvceccoess Bee 

(301 to 1200 Ibs.) 1,195 | 

Six months 1941: 

(61 to 100 Ibs.) 2,106 

Cee OO See tae PED } cacecwascets 4,573 

(301 to 1200 Ibs.) 828 | 

Class 5 stokers (over 1200 Ibs.) 

Six months 1943........ Ae enone 839 

I irs oa ai itech bea ale wee 826 

Six months 1941........... bene ee 591 

Menufecture of domestic stokers was stonved 

September 30, 1942, by order of the WPB. 































N executive in a big drug store 
A chain once remarked, “I don’t 
believe it is realized how gener- 
ally most retail salesmen lack specialty 
selling ability. Take our business. A 
drug clerk waits for you to ask for 
aspirin, and then pushes it across the 
counter with his finger. He would 
not dream of coming from behind the 
counter, explaining the operation of 
a device and heating you up until you 
wanted it.” 

That sort of stuff is the stock in 
trade of the electrical dealer. Now 
that war has shut down on his regu- 
lar lines of merchandise, he would 
ponder this well. 

Ability to kindle that old desire to 
own is something a lot of manufac- 
turers are looking for. Fellows who 
have steam enough to put on their 
hats and go out in search of business 
are almost unknown in many lines of 
retailing, 

This is written to present the com- 
mercial stoker picture. 

War, and the pressure the Federal 
government is exerting on many ac- 
tivities today is throwing directly 
across the doorstep today an oppor- 
tunity that many electrical dealers 
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have overlooked. Newspapers declare 
that up to 30 percent of oil products 
are being shipped abroad for use in 
the war. The full pressure of the gov- 
ernment has been behind a move. to 
convert factori¢és and public buildings 
from oil to coal. Conversion of large 
buildings which burn 4 million gal- 
lons a year adds up more quickly than 
a lot of homes using 1,500 to 2,000 
gallons. 

Originally the commercial coal 
stoker manufacturer was frozen, but 
as it became apparent that quick con- 
version and greatest savings were 
possible in commercial buildings, per- 
mission was given to resume manu- 
facture. 

Today here exists an appliance that 
is unrationed, on which the sky is 
the limit on sales, and which the elec- 
trical dealer is peculiarly fitted to sell. 

Like the drug clerk, the coal dealer 
and his helpers are not particularly 
fitted by nature for specialty selling. 
Their training has been to sit back 
and wait until the phone rang. Coal 
orders come over the transom. They 
have been skilled in low cost selling 
and are probably the most poorly 
equipped people in a community to 


Return to Coal Offers Opportunities in 


Commercial Stoker Selling 


No war restrictions here and it 
proves way for future business 


explain the merits of a coal stoker to 
the customer. 

The big factories and the towering 
office buildings that represent really 
big sales will naturally be taken care 
of by the specialists. The electrical 
dealer will have no shot at these. But 
what is his gravy are the thousands 
of office buildings, institutions, and re- 
tail establishments scattered through- 
out the country which are eligible for 
commercial stokers. The specialists 
have no chance of reaching these. 

Let us take a look at the market and 
see just what constitutes the oyster 
for the electrical dealer selling com- 
mercial stokers. From the Bureau of 
the Census, and the Office of Educa- 
tion, Federal Security Agency, and 
other sources we learn that there are 
in the United States: 


Approximately 800,000 office build- 


ration stoves. 


ings be very smart to tell. 


184,244 manufacturing establishments 
200,573 wholesale establishments 
1,770,355 retail establishments 
645,966 service establishments 
44,917 amusement places 

229,394 schools 

27,987 hotels 

7,000 city and country clubs 

15,521 tourist courts and camps 


Add to these an indeterminate num- 
ber of institutions and you have a 
picture of the potential market that 
exists in every community. 

Most storekeepers this writer has 
talked about in the past dozen years 
have always declared they were look- 
ing for good old bread and butter 
items. They pointed to the electrical 


to operate, 


years. 





refrigerator as the one thing that y, 
sure fire, rain or shine. 
longs equally in this class. For peopl 
have to have heat. 
so essential that there is no attempts 


A stoker } 


In Canada heat § 


Not only have stokers gone throug 
the mill and gotten the bugs out , 
their system since those faraway d 
30 years ago when one was first by 
to fire a greenhouse in Oregon, by 
they have a story to tell that gla 
dens the heart of the listener. 
save money. It is somewhat coniy 
ing to the layman to compare oil, ga 
and coal, but reduced to the amount, 
heat in British thermal units, the con 
parison is very simple. 
prepared table showed that stoker { 
ing costs $3.35 per 100,000 B.t.u. cor 
pared to $11.00 for g 
That is a story that you don’t have 


Hie 


A recent} 


natural 


Stokers don’t take any added lak 
in fact, are much simpk 
than hand firing. Owners who u 
coal are not likely to be caught off 
first base by shortages, as geologis 
estimate that at the present rate ¢ 
consumption there is enough coal d 
ready discovered in the United Staty 
to last the entire world for over 2 


The most baffling thing to the ee 
trical dealer in the sale of stokers | 
the installation. In stories that ha 
appeared in Electrical Merchandisi 
in previous years, it has been repeal 
edly found that dealers are surpris 

(Continued on page 79) 





AVERAGE COSTS 


Stoker Firing: 


13,000 B.t.u. O30 pound or 26,000,000 B.t..u. per ton, 65% plant 
efficiency or 16.$ 900 B.t.u. useful. Coal at $6.50 per ton, or 2,600,000 
Bi.te POP GONE cccccccccccccvceccccccccessecncccccecossesoeve 
Hand Firing 

14,000 B.t.u. per pound or 28,000,000 B.t.u. per ton. 50% int effi- 
ciency or 14,000,000 B.t.u. useful. Coal at 38-75 per ton or 1,600,000 
DO.G. POP GEE cccccccccccccsececccecessocecocesesceccossecce 
Oil: 


19,000 B.t.u. oy Se 126,160 B.t.u. galion. 65% 
efficiency or 2. B.t.u. useful. $0.078 far Gaien or 1 "Ost 000 
u. per dol 


Natural Gas: 

1,008 6.0.5. per cu. ft. or 1 tu. » & 
efficiency or 650,000 B.f.u. useful. $0.65 per 1,000 cu. ft.— 

"000,000 PRUE cabcuasabilbcenseredessssstedcexecbues 


Artificial Gas: 


550 B.t.u. per cu. ft. or 5 tu. 
efficiency or 358,000 Btu. useful. $0.60 
6.f.0, per dollar 


OCTOBER, 


1,600,000 


1,051,000 





10.00 


11.00 
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ig that we 
. Stoker } 
For peopl 
ada heat j 4 
) attempt j ‘ 
me throug 
Ugs out ¢ 
raway day 
S first bul . . oat 
Yregon, bg Farmers are just like other folks, only more so. For example, statistics show that but 23% 
bee Te of the big-city public can name their congressman, while 67% of the farmers can name theirs! 
hat — Farmers keep a weather eye on their vital interests. They know what they want and aim to 
ire oil, g2 E . s ‘ . 
> amount get it. Next year’s successful candidates are planning their campaigns today. You can 
' ’ h Ol . . . . 7 . 
rh yess prepare just as successfully for the electrical appliance buying wave that’s going to sweep 
Les rural America. Plan now to stock and display the products of manufacturers who advertise in 
LU. COm 
tural g the FARM JOURNAL, America’s largest and most influential rural magazine. 
n’t have j 
dded labs Rural Americans’ income has increased by billions. the 2,700,000 rural families to whom the FARM JOURNAL 
ch simple They’re putting a large part of it into war bonds—to- is a veritable buyers’ guide, many live in your own area. 
; who morrow’s spending money. And they’re going to spend They form one of the richest, most loyal buying groups 
ught off a large part of it on the electrical appliances that will within your reach, and they’re your friends if you use 
geologist slash farm production costs and lighten housework. Of the FARM JOURNAL for your selling guide. 
nt rate ¢ 
zh coal “ ‘ 
ited Stat These are the products in your line Of the FIRST FOUR 
y' 2,00 . . . 
— advertised in current issues of ONLY ONE covers 
po the FARM JOURNAL. Display them. * the rural market 
that ha 
‘chandisn 
een repes ALCOA ALUMINUM PHILCO PRODUCTS 
> surprist BOND FLASHLIGHT PINCOR MOTORS JOURNAL _ 
79) BATTERIES . Ta 
EVEREADY FLASHLIGHT aie ingen 
BATTERIES EPUBLIC 
FRIGIDAIRE U. S. STEEL 
GENERAL ELECTRIC WESTINGHOUSE PRODUCTS 
MYERS WATER SYSTEMS WINCHESTER FLASHLIGHT 
al NORGE BATTERIES 
00,000 8 PARMAK ELECTRIC FENCER ZENITH RADIOS 
Li 
3.85 ° 
Successful merchandising is based on facts. Write today and have us tell you how many FARM JOURNAL 
subscribers live in your own county. In two out of three U. S. counties (practically all but the metro- 
% politan areas) the FARM JOURNAL has more readers than Life, The Saturday Evening Post, or Collier’s. 
9.50 
10.00 





GRAHAM PATTERSON, Publisher Washington Square, PHILADELPHIA 


JOURNAL 
AND Farmers Wife 
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A PRACTICAL DOWN-TO- EARTH APPROACH TO YOUR POST-WAR PROBLEMS 


Comprehensive Enough to Be of Real Help Now—Flexible Enough to Fit the Needs of Every Dealer 





@ To help you make a bigger profit from the tremendous post-war market, Universal contributes the 
“U” Plan for “V” Day. It crystalizes customer thinking now about intended appliance purchases after the 
war. It puts the sales of tomorrow on your books today for ready market analysis and easy follow-up. It 
stimulates quick turnover for maximum profits. It provides for the distribution of merchandise in an 
efficient, orderly manner whether your customers are interested in a single appliance or a completely 
equipped kitchen. And finally it establishes your store as appliance and housewares headquarters today 
well in advance of the competitive selling period. 
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HOW THEU"’ PLAN 








Through 40 million full page color mes- 
sages in 14 national magazines, Universal is 
telling consumers throughout 1944 about its 
“U” Plan for “V” Day—urging them to plan 
now in order to secure the housewares they 
will need after Victory. 


Each advertisement includes a handy check 
list upon which readers can indicate the 
household devices they will need and esti- 
mate their approximate total value on a 
basis of 1941 prices. 


The “U” Plan urges consumers to buy War 
Bonds now equivalent to the amount needed 
later for the desired appliances and house- 
wares. 


To participate fully in the “U” Plan, con- 
sumers are instructed to take their check 
lists to the nearest Universal dealer and to 
ask him for priority consideration as soon 
as the products are available. 


The dealer then fills out a duplicate copy 
of the consumer’s list for his prospect file 
and priority rating. 

When merchandise is available, the dealer 
can easily notify his customers by telephone. 


Consumer inquiries mailed direct to the 
factory will be referred to the most con- 
veniently located “U” Plan dealer. 





©©O OOOO © OO O 


. a yi ; t | ¥. f Eg ‘ " . | oe, 
4 . . 
AOR V DAY HELPS YOU 


It provides a flexible, fair and orderly plan for 
handling a large volume of business during the 
competitive post-war period. 


Ic creates a backlog of potential orders identified 
as to customers names and addresses. 


It indicates the type and price range of items 
likely to be demanded by your customers thus 
guiding your purchases more accurately. 


It lowers selling costs by directing customers into 
your store without the expense of field calls and 
other promotion. 


It establishes your store now as appliance and 
housewares headquarters for post-war sales. 


It develops store traffic for the immediate sale 
of available merchandise. 


It brings you into contact with prospects for im- 
mediate appliance servicing. 


It helps you renew friendly relations with old 
customers and introduces you to that big 3 million 
market of newly-weds. 


It identifies you with a nation-wide offer to step 
up the sale of War Bonds. 


It pre-sells 135 million Americans,on_ the quality 
and wide range of Universal household equipment 
and favorably establishes the identity of the Uni- 
versal trademark. 


@ The “U” Plan for “V” Day is complete in every respect. Full page color advertisements featuring the 
“U” Plan for “V” Day will appear in a list of 14 magazines for 1944. To establish your store as “U” 
Plan headquarters, point-of-sale materials including blow-ups of national advertising, identification de- 
cals, consumer folders, War Bond envelopes and priority certificates will be available. Wire, write or 
phone your Universal distributor or Dept. EM, Landers, Frary & Clark, New Britain, Conn. 


LANDERS, FRARY & CLARK ° NEW CONN. 


UNIVERSAL 


BRITAIN, 
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Infantile Paralysis Epidemic Brings 


Washers 


The Sister Elizabeth Kenny Method—Appili- 
cation of Freshly Wrung Hot Cloths — 


Offers the Most Successful Treatment 


FEVERISH youngster in from 
play, a slight indisposition and 
then—paralysis, striking like 

lightning! A lifetime cripple made of 
a once healthy boy or girl. The best 
physical low, unable 
to ward off the deadly poliomyelitis 


germ. 


specimens laid 


That is what infantile paralysis is 
like, and the inability of family or 
physicians to do anything struck ter- 
ror to parents everywhere. There are 
few illnesses which so greatly shake 
the courage of fathers and mothers. 
To sit by and watch their child be- 
come hopelessly paralyzed is something 
that few can stand up under. No 
wonder neighborhoods have dreaded 
outbreak of infantile paralysis like 
they shuddered at the prowlings of a 
Jack the Ripper. 

Possibly the greatest epidemic of 
poliomyelitis in the middle west 
reached its climax in the month of 
September. How it has been fought 
with the aid of electric washing ma- 
chines—plain, everyday, washers, made 
by the appliance industry—is the 
reason for this story in this magazine. 


A ray of sunshine in the treatment 
of infantile paralysis came not long 
ago from far off Australia in a new 
treatment developed by a remarkable 
woman named Elizabeth Kenny. 


The Kenny Treatment 


Her system emphasized the applica- 
tion of hot, woolen cloths upon the 
afflicted limbs; six times a day they 
were wrung out and applied. “Unless 
treatment is given immediately,” says 
Sister Kenny, “all later treatments are 
of little or no value because the whole 
bodily alignment is destroyed.” Here- 
tofore this was an ignored condition 
and in the past it has been the tragedy 
of polio. 

As usual, the medical profession 
poohpoohed at a discovery made by an 
outsider, and Sister Kenny had to 
ram her miracle down its neck. 

Recognition has at last come, how- 
ever, and when this autumn’s epidemic 
swept the country, Sister Kenny was 
in the United States lecturing. Chi- 
cago, with 530 cases and 55 deaths by 
the middle of September, seemed to 
be the focus of infection, and to this 





In hospitals and homes, electric washers are a device that offer 
quickest and most efficient method of treating infantile paralysis. 
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to the Rescue 











infantile paralysis. 


War Production Board. 


materials for the war effort. 


equipment branch of WPB. 








Nurse Elizabeth Kenny, famous Australian woman who is teaching the 
United States how to meet the recent epidemic in Middle West states. 


Hospitals To Get Washers For Sister Kenny Treatment 


The War Production Board has authorized the manufacturing at once 
in Chicago of 50 household washing machines, to be made available to 
hospitals everywhere in the country for use in the nation-wide fight on 


Authorization was granted in a long-distance telephone call to Edward 
N. Hurley, Jr., president of the Electric Household Utilities Corporation, 
by T. L. Craig, chief of the home laundering equipment branch of the 


Production of household washers has been at a standstill since May 15, 
1942, when it was halted by the WPB as a means for conserving vital 


Red tape was cut by the WPB to speed up the distribution. The Hurley 
concern was instructed by the WPB to deliver_each washer immediately 
on receipt of a purchase order from any hospital certifying that it employs 
a technician trained in the Sister Elizabeth Kenny method. Each shipment 
will be approved later in a confirming order from the home laundering 







































































































































city she rushed. Today a battery of 
washers are doing duty in Wesley 
Memorial Hospital, Passavant, Michael 
Reese, and Cook County is setting up 
a 20 bed ward. 

Calls from hospitals throughout the 
country for washers have been made. 
Dr. George M. Curtis, superintendent 
of Salt Lake City General Hospital 
said, “Our efforts to buy a washer 
have proved futile, so now we are 
asking the public to help.” 

While it is the drama of the iron 
lung, or Warm Springs, Georgia, 
baths that reach the pages of the news- 
papers few realize that most patients 
are treated at home. Only those who 
have trouble swallowing or breathing 
get the intense treatment that has been 
given so much publicity. 










It may be of interest to members of 
the appliance industry to know how 
most polio sufferers are treated. 

Up the front steps of the house 
clatters the visiting nurse carrying @ 
motley bunch of equipment. She 
brings with her a wringer—if the 
family has no washer—scissors, wodl, 
rubber sheets, folding chairs 
some lumber. 

The lumber is put under the mat 
tress to make the bed more solid 
Dining room chairs are borrowed # 
raise the foot of the bed, and the family 
is given the folding ones. With the 
scissors the nurse cuts out strips ot 
wool the size of the afflicted portion 
of the patient’s anatomy, and rubbet 
strips to cover them. 
(Continued on page 79) 
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FREE CHART! 


.... on card stock, opens to 
12“ x 18”, punched at top to 
hang in laundry. 


Back The Attack 
Buy More Bonds! 





AS 







e 
at top CHlicic 


BL 


Back The Atta t 


Only Blackstone, America’s Oldest Washer 
Manufacturer, has this story to tell, and 
we’re making sure that your postwar washer 
prospects won’t forget it. 

Our efforts to build good-will for Blackstone 
washers and Blackstone dealers doesn’t stop 
with “telling them.” The Blackstone Self- 
Service Chart offered in this national ad- 


vertising provides simple, understandable 


Black sta tPPliances ! 

one’s eC se} f 

"MCY. Ask ai Tvice ch 
ck. 
























This attractive two-color 
advertisement appears 
in the November issues 
of Good Housekeeping, 
Womar’s Home Com- 
panion and Parents’ 
magazines. 


advice that will help every Blackstone owner 
get greater efficiency from her washer and 
will help her avoid many of the failures 
caused by neglect. Readers are directed to 
their Blackstone dealer for a free copy of 
this chart. A mailing has been made to all 
Blackstone dealers. If you don’t receive 
yours, or need an additional supply, write 


us stating your requirements. 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 


A Division of Jamestown Metal Equipment Co., Inc. 











“BLACKSTONE | 


; PRODUCT 
AMERICAS OLDEST WASHER MANUFACTURER 


oF 
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Tom Gibsons of Danforth Radio. Man and boy he has 
seen the whole panorama of radio retailing. What new- 
comers in appliance manufacture don't realize is that 
it takes specialized talent to sell them. 





Set Quotas for 


"Tees tell a story about John 
Barrymore acting as a pall- 
bearer at the funeral of a 
friend. On the trip to the cemetery 
John sat beside an aged gentleman 
whose long white beard fascinated 
him, 

In his most courtly way, Barry- 
more leaned over and inquired politely, 
“I wonder if you could tell me how 
old you are?” 

The old man quavered, “I’m 89.” 

With a leer toward the other pas- 
sengers, Barrymore remarked, “It 
will scarcely be worthwhile for you to 
ride back home, will it?” 

Tom Gibson, who is manager of 
the Danforth Radio Company Ltd., in 
Toronto, declares that the same ques- 
tion is flitting through the minds of 
retailers when they ponder after-the- 
war merchandising. Will it pay elec- 
trical dealers to take the trouble to 
get back into the appliance business 
when the war is over? 

This may seem startling to both 
retailers and manufacturers alike but 
there are points to consider. 

The approaching end of hostilities 
shows a picture shaping up something 
like this: 

1, Manufacturers of many other 
precision built devices are thinking of 
coming into the household appliance 
field, it is said. The appearance of 
new plants will greatly increase 
volume. 

2. Appliance manufacturers seem 
to be contemplating putting out com- 
plete lines. They will want their 
dealers to handle their complete line 
and nothing else competing. This will 
upset distribution. 

The oldtime manufacturer quite 
naturally is going to try to slam the 
door on the newcomers by attempting 
to prohibit his dealers from taking on 
the new products. By giving them a 
complete line he closes all openings. 
So newcomers in the manufacturing 
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Suggests Associations 


Post War Appliance Manufacture 


Mad Scramble for Business Likely to Bring 
Chaos if Industry or Government Doesn't 
Police Activity, Says This Canadian Dealer 


field, not realizing that specialty sell- 
ing takes specialty sales people, are 
going to run up and down the town 
stocking anybody who will buy. Be- 
cause of the tremendous publicity that 
appliances have received during the 
war, the jeweler, the butcher, the 
baker and a dozen other retail lines 
of business men will think they can 
sell them—will believe these things 
will go like hot cakes. 

The net result will be twice as 
many appliance outlets in a marketing 
center as are needed and when the 
jewelers or 10 cent store managers 
discover that the devices do not sell 
themselves, after the first flurry of 
postwar buying, they’ will likely resort 
to the oldtime method of footballing 
them. It is also quite conceivable of 
small loan firms pushing appliances 
just to get installment paper on their 
books. And the days of the cigar 
store willing to sell an appliance for a 
$1 bill profit may also return. 

Says Mr. Gibson: “We had a pup 
fight over distribution before the war. 
This time it is likely to be a battle 
between Great Danes.” 

New manufacturers in the appli- 
ance field often fail to realize the 
limits of saturation of their markets. 
Electrical appliances are rather long 
lasting. When the flood struck the 
towns on the Ohio river a few years 
ago, it was discovered that virtually 
all the furniture in the homes under 
water was ruined, whereas a little 
drying out of motors made all of the 
appliances almost as good as new. A 
woman buys a washing machine and it 
will run for ten to 15 years. Until 
this wears out or a remarkable inven- 


tion makes obsolete her old washer, 
she is off the market. In a static town 
where increase is limited to new mar- 
riages and a few new people moving 
in, a dealer only has a replacement 
market, when saturation is reached. 
That rapid turnover of customers 
which is characteristic of clothing, 
shoes, automobiles and other devices, 
is not inherent in the electrical ap- 
pliance business. 

So, continues Mr. Gibson, it is a 
lot smarter for the industry to recog- 
nize all this and prepare to regulate 
itself. Very recently Ontario dealers 
through their association outlined 
what production they thought was 
necessary for the country’s wellbeing 
in the way of appliances. Why could 
not after-the-war quotas of this sort 
again be the guiding light for the in- 
dustry? It might take some legisla- 
tion to permit it, but it is better for 
an industry to police itself rather than 
be dissolved into chaos. 

A suggestion made by an associa- 
tion of dealers grinds the axe for no 
manufacturer. It does not rule out 
newcomers in the field. It merely pre- 
vents gluts from occurring that will 
kick over the applecart for everybody. 
Theoretically cat-and-dog competition 
gives the public the benefit of bottom 
prices. As a matter of fact, it hastens 
the day to monopoly when small firms 
discovering they cannot make any 
money, drop out or are amalgamated 
with larger units. In the United 
States, where cartels are not permit- 
ted, the amalgamation of companies 
has proceeded at a great rate. When 
unchecked competition brings about a 
monopoly it does not give the public 
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the advantage of any more low price 
in the long run than orderly action} 
an industry would do. 

Dealers in Canada—and in ty 
United States—says Mr. Gibson, har 
had a taste of control that has con 
pletely changed their type of selling 
They are forced to get more mor 
down, forced on regulation on charge 
restricted trade-ins, and many othe 
rulings that no one thought could k 
done. 

“The thing that sticks out here, 
said Mr. Gibson, “is example of wha 
control can do, and I think it can 
applied after the war is over.” 

If the appliance business goes intoa 
cat-and-dog fight of competition, it 
may not be worth while for the dealer 
to go back from his ride, as illu 
trated by the John Barrymore story. 
Retail stores are fluid, and the war has 
seen many of them shift to hom 
specialties. 

A look at the Danforth Radio (, 
which Tom Gibson heads, is an & 
ample. Starting 20 years ago wilt 
about $200 capital, Tom’s brother 
built sets for neighbors. The firm 
grew up as a radio business, but 
branched off into refrigeration and 
other appliances. Even 24 years ago 
80 percent of the business was on radi0 
and 20 percent on refrigeration and 
washers. Then in came irons, toast 
ers, flameware. During 1943, on a 
count of the war, radio has slipped to 
40 percent of the volume, 20 percett 
of the business coming from servitt 
and 25 percent from phonograph ret 
ords, music and small goods. Ice boxes 
and hand washers accounted for 1) 
percent. 

Recently the Gibson boys figured 
the service department was big enough 
to get some government contract work. 
They had ten lathes down there and 
sure enough they picked up some gov 
ernment orders and are now keeping 
15 men employed. 














































































A wartime addition with a peacetime use! 


WHEN MayTac first set out to cast a one- 
piece aluminum tub for washers, many 
years ago, it was one of those jobs that 
“couldn’t be done.” But, in spite of all 
the obstacles, Maytag did it! 

When the war came along, it’s no 
secret that Maytag had one of the finest, 
most modern aluminum foundries in the 


country ...a foundry made fully ready, , 


by years of doing what others considered 


tough, to tackle the intricate castings 
needed by the aircraft industry. 

Producing heat-treated aluminum air- 
craft castings is just one of our war jobs, 
but it’s an important one. And the fact 
that a sizeable addition to our foundry 
capacity has been required indicates 
that we’re acquitting ourselves on this 
job with honor to the Maytag family of 
dealers and users. 


A new foundry building is now in full- 
scale production. At its dedication, Pres- 
ident Fred Maytag II said, “Here is a 
wartime addition that some day will be 
producing washers.” We all hope that 
day will be soon . . . and when it comes, 
Maytag will be ready with increased 
facilities to turn out, as quickly as pos- 
sible, the same fine washers you dealers 
have sold so extensively in the past. 


WASHERS 


Mayjlaag 
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Utah Power Company 
Assisting OPA 


ONTINUING its policy of placing 

the services of its home econo- 
mists at the command of government 
agencies to assist in carrying out the 
war program, the Utah Power & Light 
Co. is now assisting the OPA in that 
region in educating restaurant person- 
nel in the best methods of extending 
their meat ration points. 

Nancy Finch, assistant manager of 
residential sales and home economist 
for the company, is already chairman 
of the Salt Lake nutrition committee 
and has cooperated with the university 
and other agencies in bringing this 
program to the public. At the request 
of James L. Purvis, Utah state food 
rationing representative of the OPA, 
she is now conducting a series of meet- 
ings designed to answer the questions 
asked by restaurant operators as to 
how they can get by with their limited 
meat allotments. 


Restaurant Suggestions 


Miss Finch, while pointing out that 
it is the patriotic duty of restaurant 
owners to maintain service, has offered 
them a number of tricks by way of 
meat extenders, meat alternates and the 
promotion of less familiar foods. She 
suggests the use of leftovers in ways 
familiar to the housewife, but not al- 
ways known to public eating places and 
discusses foods and menu planning. 
Restaurant owners should watch re- 
turned uneaten food to note where 
wastage can be avoided. She suggests 
savings in fruit juices.and salad dres- 
sings, offers methods of stretching the 
meat supply by the use of dicing and 
fillers, outlines alternate protein foods. 
Especially new to restaurant manage- 
ment is her advice on the balancing of 
meals by better planning and prepara- 
tion. Education of the public and of 
employees is necessary to make such a 
‘program effective, she concludes. 

The talks have been well received 
by restaurant owners and chefs. Inci- 
dentally, the home economics depart- 
ments of the power company through 
these official services is taking its place 
with the Universities and other recog- 
nized agencies of education and is 
laying a foundation for future goodwill. 


Cleaning Up Debt 


TUDIES of the Federal Reserve 
3oard and private sources indi- 
cate that installment debts and other 
consumer credits, including charge ac- 
counts, have been reduced from $9,- 
700,000,000 in September 1941 to 
$5,200,000,000 in April of 1943. Bills, 
loans and installment contracts are 
being paid off much more rapidly 
than has been the case in the past. All 
this is laying the foundation for a first 
class post-war boom in which the public 
can do a tremendous lot of buying. 
International Statistical Bureau de- 
clares that deferred demand for dur- 
able goods will be approximately $15,- 
000,000,000 by the end of 1944: 





Establish Appliance 
Priority’ Club 


HEN the war is over and elec- 

trical appliances are once more 
manufactured, Schoenfelds’ of Seattle, 
Wash. is going to have an excellent 
list of prospects already to take the 
first shipment of released items. This 
furniture store has established what it 
calls a “Priority Club”, offering cus- 
tomers the opportunity to sign up in 
order to acquire a priority number for 
an electric range, a washing machine, 
refrigerator, or whatever the need 
may be. This entitles the holder to 
individual notification and first chance 
when the articles finally arrive. There 
is of course, no charge for member- 
ship in the club and no obligation to 
purchase. The advertisement announc- 
ing the program stated that “in devel- 
oping this plan. Schoenfelds’ decided 
that even the smallest advance deposit 
on the merchandise of your choice 
might slow up your purchases of War 
3onds and Stamps. When the 
day comes that the first of your arti- 
cles arrives, and we notify you to 
come in and make your selection, we 
will arrange the terms of payment at 
that time. As each new article puts 
in its appearance, you can add it to 
the account”. Customers are 
urged to come in to sign up for mem- 
bership and to check their wants 


same 


among such appliances as: radio, elec- 
tric refrigerator, washer, ironer, ra- 
dio-phonograph, electric range, electric 
roaster, electric sewing machine, cir- 
culating heater, electric mixer and 
vacuum sweeper, 


Fix Up the Trains 
For Christmas 


LASTERED all over the coun- 

try are thousands, even millions, 
of toy electric trains. You remember 
how the newspapers carried gags 
about how the old man buys them for 
the kids, and then gets down and plays 
with them himself. This Christmas 
there aren’t going to be any new trains 
to put in the holiday stocking. 

So, that is why Joe J. Mueller of 
the Quick Service Electric Co., Pitts- 
burgh, Pa., has a department that re- 
pairs electric trains. It’s a nice clean 
business, no squawks on charges, and 
every one that Quick Service repairs 
and passes out will gladden the heart 
of some youngster who otherwise 
would be out of luck this coming 
Christmas. 

Fixing trains is easy. A want ad in 
your own paper will tell you how much 
of a volume you can expect in your 
home town. 





Joe Mueller of Pittsburgh, and a locomotive 
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Utility Conducts 
Victory Garden Contes} 


ENTRAL Maine Power Co, con. 
.: ducted an employe Victory Gay. 
den Contest this year which earned 
the company state-wide acclaim ay 
good will besides adding an estimate 
52,000 pounds of produce to the foo 
supplies in the company’s territory, 
One hundred and _ seventy-five em. 
ployes participated in the contey 
Many other employes had garden 
without actually entering the contey 

The produce entered in the contey 
was exhibited in the windows of the 
company’s stores. Blue, red and white 
ribbons, denoting first, second and 
third prize winners were attached tp 
winning displays, giving it the “Coup. 
try Fair” atmosphere and adding tp 
the interest of window displays for 
the general public during the judging 
period. The exhibits drew a great 
deal of favorable comment from pas- 
sers-by and newspapers devoted con. 
siderable space to write-ups on the 
contest. Prizes of United States War 
Stamps and colored ribbons were 
awarded the winning employes. The 
contest classifications included green, 
canned and dehydrated vegetables, 

A grand district prize of $50 worth 
of seeds for next year’s gardens way 
won by the company’s Bucksport ¢ 
trict for receiving the greatest numb 
of points among districts. 
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Ideas from 4 
t 

England . 
SUGGESTION that one of the 
counters in the kitchen may very 

well be in the form of a dinner wagon 
with a cutlery drawer, which will per- 
mit wheeling everything mecessary 
into the dining room has been made 
by an urban district council association 


$ O 
att 


in England which has been discussing home ft 
after the war kitchen planning. No pov 

Davis M. DeBard, vice president, tive mig 
Stone & Webster Corp., recently re That i 
ceived a letter written by B. Mittell, at 1s 
general manager, Electrical & Musical & to go f 
Industries, Middlesex, England, that that is 
presented the new British viewpoint 

Kitchen planning in the old country strengt 
usually entails a serving hatch between The 
the kitchen and dining rooms where | 
dishes may be thrust through for ser & sweat | 


ice. In chilly England housekeepers 
like a hot closet for warming plates 
for keeping meals warm. They also 
want knee space at work tables, and 
think that American kitchens fail m 
this respect. Being a damp country, 
equipment to dry washing is interest 
ing—they call them “drying cup 
boards.” English kitchens want racks 
to hang saucepans on, right in plain 
sight. Despite the fact that England 
is cool, Mr. Mittell reports that refrig- 
erators are in universal demand. The 
customers also like the Bolindess 
Swedish dishwasher which contains af 
electric heating unit and a rinsimg 
water compartment. 
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S$ OUR fighting forces move to the 


attack, there is one assurance that the advertisements appearing in the national learned in their laboratories and produc-) 
h magazines depicting the might of indus- " i . . 
ome front may safely draw from the news. trial America. It tells the story of Philco tion lines during twelve straight years of] 


This is another of the series of cartoon same to win the Victory. All they have’ 


= at war and the peacetime promise of ° ton 3 
No power on earth can match the produc Philce war reanth oak tetmiion dor radio leadership is devoted now to mak- 


tive might of an aroused industrial America! the homes and industries of America. ing radios, communications and electronic) 
That is the faith that gave us the courage equipment that will give our soldiers and] 
to go forward during the darkest days of the Axis advance. And sailors superiority in the attack. 
that is the calm conviction that leads us today to bend our full 
strength to the task until total victory is won. 














On some tomorrow, they will be back at their peacetime tasks, 
bringing you the fruits of their new knowledge and skill in radio, 

The men and women of Philco know that whatever toil and television, refrigeration, air conditioning and industrial elec- 
sweat it has taken to win the initiative, it will take more of the tronics... under the famous Philco name. 


PHILCO CORPORATION 


se Pe, 











HILCO—the Quality Name in 
Millions of American Homes. 
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Here's a Toronto store open at night (8 p.m.). 
of street and stop-and-go lights in Canada. 





The toy department has worked in all right with Canadian dealers, and will probably 


continue. 





Canada doesn't ration stoves, and Fred Cavers believes stokers will go to town this 


coming year. 









No window illumination but plenty 





dwindled. The payroll is down as all 
the men are gone who formerly 
worked for $25 a week plus 3 per- 
cent, 

The Cavers store will stay in the 
black this year. “We had the advan- 
tage of a basic price period in 1941 
in which prices were frozen,” Fred 
Cavers relates. “The period of the 
so-called phony war gave us Cana- 
dians a chance to build up stock and 
diversify whereas the dealer in the 
States had no opportunity after Pearl 
Harbor. You must realize also that 
only deluxe models had been coming 
through manufacturers which makes 
a better profit for dealers. Tubes and 
replacement parts have been coming 
through all right.” 

As far as humanly possible, said an 
administrator for the War Time Prices 
& Trade Board, it did not wish to see 
any retail merchants go out of busi- 
ness. As a consequence, an associa- 
tion memorandum recently filed with 
Arthur L. Brown, administrator of 
electrical equipment and supplies, for 
the Canadian war board, may be of 
interest. 


The Association Recommends 


Pointed out the Electrical Appli- 
ance Dealers Association, “In the 
effort to maintain ourselves in busi- 
ness, dealers have already streamlined 
themselves to cut overhead costs, They 
cannot increase their turnover by add- 
ing other lines because of order #184. 
We submit that their expert knowl- 
edge is essential for the servicing of 
home appliances now in use as wit- 
nessed the tremendously increased de- 
mand in said service.” Realizing that 
the first claim upon critical materials 
must be necessarily with those indus- 
tries with high priority ratings, never- 
theless the rising need on the part of 
the civilian population is such that 
the committee felt that resumption of 
certain numbers of appliances should 
be made. As an _ illustration, it 
analyzed the situation on washers, ra- 
dios and refrigerators. 

In 1940 100,000 washers were sold, 
and in 1941 103,102. The year 1942 
saw only 52,503 washers sold in Can- 
ada. With only a 59 percent satura- 
tion, there was a pressing need for 
new machines and the association pro- 
posed that the minimum number of 
washers manufactured in 1944 should 
be at least 50 percent of 1940 sales, or 
50,000 machines. 

The serious and acknowledged lack 
of adequate commercial laundry fa- 
cilities, restrictions imposed on the 
commercial laundries, the increase in 
the number of war workers in fac- 
tories, mothers on jobs, plus the es- 
tablishment of new homes makes this 
necessary, the association feels. 


Radio 


Canada in 1940 sold at retail 438,- 
000 radios. In 1941 sales were 399,- 
556 and in 1942 they dropped to 290,- 
553. Saturation is 93.3 percent, ac- 
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Canada Still Has Applances 


CONTINUED FROM PAGE I! 
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cording to Electrical Appliances ay 
Contracting magazine. 

The Association recommends that 
100,000 radios, one-fourth of the } 
output, be made available for 1944, 


Refrigerators 


There were 64,709 refrigerator 
sold in Canada in 1941, and 31,50) 
1942. Canada has 31.4 percent gaty, 
ration on electric refrigerators, It ws 
recommended by the committee tha 
approximately 30,000 refrigerators }, 
manufactured in 1944 (40 percent ¢ 
1940 production) and be priced by th 
retailers committee. 

Very obviously the association 
points out, refrigeration is a valuabl 
public health agent. War workes 
are clamoring for an extension of 
shopping hours which is partly dy 
to their inability to buy in quantity 
due to lack of conservation equip 
ment. There is a necessity for food 
conservation to prevent food spoilage 
There is a shortage of ice and in 
many localities restrictions on deli- 
very have eliminated ice altogether, 
While there are some ice boxes being 
offered for sale they are not sufficient 
to meet requirements. Wartime emer 
gency housing does not provide built- 
in’ refrigeration units and most war- 
time housing programs do not even 
provide a basement in which to keep 
food cool. 

With no refrigerators manufac 
tured at all in 1943, the present lim. 
ited stock are fast disappearing. The 
need to do something about mant- 
facture is obvious. 

While no reply has been received 
from the War Time Prices and Trade 
Board, as this is written, nevertheless, 
President Fred Cavers was sanguine. 
He looked forward to another mett- 
ing when shirt sleeved Arthur L 
Brown, administrator, would sit down 
with the boys and tell them what's 
what in plain talk and not in sonorous 
lawyer’s language that would give 
them a mental run-around. 


State Ownership? 


Arising in Canada these days in a 
cloud the size of a man’s hand, that 
promises future trouble for the powers 
that be. It is the new political party 
called the Community Commonwealth 
Federation. Executives think of its 
members as “gross communists”—yet 
the communists are an entirely differ- 
ent party. The Community Commom 
wealth Federation is the mpst rapidly 
growing political party in Ontario and 
possibly in Canada. Its members aft 
the working class, and they advocate 
far-reaching social changes, among 
them state ownership of necessities 
Making a big advance in the last elee 
tion, it is obvious that too many slips 
by the party in power would cost them 
control. And a smart way to stay ™ 
control of the government is to keep 
the public satisfied. Fred Cavers feels 
that satisfaction and a chance to ! 
appliances go together, and he thinks 
it will be done. 
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RADIO — rnowoc® 


pus 
. PHONOGR” 
RADIOS 


MR. RETAILER: Right in your town, the folks 
who read the American Weekly, Esquire, The 
American Magazine and other favorite national 
publications, such as Life, Redbook, Cosmopoli- 
tan, Time, American Home—already have seen 
this striking SONORA advertisement. 


IT’S AD NUMBER TWO in a compelling 
campaign of full page, full color demand builders 


THE ONLY NATIONALLY ADVERTISED JOBBER-DEALER RADIO 
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TION 
s always oRPORA 


RECORDS 


thatare lining up sales you'll cash in on just as soon 
as we Can start turning out radios for you to sell. 


ASK YOUR JOBBER... to tell you why 
our over-the-counter “Package” Plan will make 
SONORA as easy to handle as any minor appli- 
ance... and just as trouble-free. 


SONORA RADIO & TELEVISION CORPORATION 
325 North Hoyne Avenue : Chicago, Illinois 
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The Post-War 
MAID “PROBLEM” 


“Do you hace an ironing machine?” 


That will be among the first questions asked 
when thousands of girls some day leave their 
war jobs and return to housework. And house- 
wives will be extremely anxious to provide every 
modern convenience to attract and hold compe- 


tent domestic help. 


Which is just another reason why the post-war 
ironer market will be BIG . . . why you should 
plan to give Simplex Ironers a major part in 


your electrical appliance set-up. 


AMERICAN IRONING MACHINE CO., Algonquin, Illinois 








These are on'y two of the Sim- 

plex lroners which comprised the 

most complete line of ironers in 

America—a line you will be 
proud to sell. 


IMPLEX 


THE RECOGNIZED LEADER 


THE ENTIRE SIMPLEX PLANT 











1S 100% ON WAR PRODUCTION 










































Getting Service Men 


DEFERRED trom 





Key to success, says this Chicago dealer, lie; 
in working with the War Manpower Commission 


HAT there is many a slip twixt 
the cup and the lip is as true 


| about the draft as anything else. 


Lying on this desk is Occupational 
Bulletin No. 42 sent out by the Selec- 


| tive Service System at Washington, 


D. C., and signed by Lewis B. Her- 
shey, director, which says: 

1. The War Manpower Commis- 
sion is notified that repair and hand 
trade services is an activity essential 
to the support of the war effort. 

2. Activities which are considered 
essential are: Repair and hand trade 
services: repair of vehicles such as 
bicycles, motorcycles, automobiles, 
buses, trucks; tires; typewriters and 
business machines; elevators; radios; 
refrigerators, clocks, harness, tools, 
stoves, pneumatic tube systems, power 
laundry equipment, electric appliances 
and motors. 

That ought to fix everything. 

“But,” says the utility executive 
who employs a lot of service men, 
“the army is gobbling them up like a 
pup would snap up biscuits. The draft 
board seems to follow that old army 
court-martial system, guilty-or-not- 
guilty-why-guilty-of-course! What 
shall we do?” 


The Moran Method 


On the other hand, F. J. Moran, 
manager of sales and service depart- 
ment for the C. E. Sundberg Com- 
pany, Chicago appliance dealer, who 
now specializes on service, passes 
down a technique that has been get- 
ting results for his company in keep- 
ing essential men out of the armed 
services. 

“The whole thing depends on the 
employer being on his toes,” said Mr. 
Moran. “We would have been much 
more successful if we had learned the 
ropes earlier and had followed cases 
more closely. We employ 58 persons, 
of whom 50 are men, 8 women and 4 
handicapped. In the last six months 
four people have left our firm, two to 
go in the army and two who were 
fired. Of the two that went in the 
army we got one out (who was over 
40) by writing his commander and 
guaranteeing him employment. 

“We got in touch with the state 
director of Selective Service and asked 
for permission to file a manning table. 
The state director investigated us and 
gave us an acceptance number, #1637. 
A ‘manning’ table is a complete report 
on the status of our personnel to the 
War Man Power Commission, 

“It means that we must keep train- 
ing new people to replace those that 
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are vulnerable, we must take on q 
certain number of women employees, 
and we must employ so many handi- 
capped persons. The point is, we must 
be working to replace gaps in our 
ranks. That’s the idea. 

“Should we lose people, we must 
accept help sent by the U. S. Employ. 
ment Service. That doesn’t mean that 
anybody they send out must be hired. 
As you know, a workman may not 
own precision tools (which are im. 
possible to get now), he may have 
bad habits or a number of other things 
that will permit us to turn him down, 
It follows, if the U. S. Employment 
Service cannot supply us suitable help, 
the draft board must defer our em- 
ployees until we can replace them. As 
you know, they get six months defer- 
ment. 

“Meanwhile our manning table must 
be revised every six months. We 
must show what we have done to re- 
engineer jobs, which means simplify- 
ing complex jobs so that unskilled or 
semi-skilled people can handle them. 
It has not been simple working with 
the War Manpower Commission as 
three different girls who have had 
charge of our files have joined the 
WACS and new women must be fa- 
miliarized with our situation. Incident 
ally, they are always wanting to know 
what we are doing to the ‘up grade’ 
employees, which means putting lesser 
people into more responsible jobs. 

“The idea of state acceptance num- 
bers came about to simplify the hand- 
ling of the status of men who came 
under the authority of many draft 
boards. Take U. S. Steel for exam- 
ple—they have probably 30,000 em- 
ployees who come under hundreds of 
draft boards. It is impossible for a 
personnel director to deal with all of 
them. Therefore the state service 
director sets up this one clearing house 
to handle cases of this sort. 

“This is what happens when af 
employee is notified that he is about 
to be inducted. A form, 42-A, is 
filed with the draft board asking for 
occupational classification. Now it 
may be possible that local politics, or 
one thing or another, makes the draft 
board not wish to defer your man. 
The law makes it possible for the em- 
ployer to be present at the hearing 
before the draft board. Furthermore, 
the local draft board will send the em- 
ployer form 59-B, which carries direc 
tions for making appeals. If your 
man is ordered for induction, employ- 
ers notify the state director of Selec 
tive Service by wire, and if the local 
board fails to reopen the case agaif 
the state director is notified by tele 


1943—ELECTRICAL MERCHANDISING 















































gram 
local 
er h 
state 
the f 
ig 
Com 
mani 
the 
the « 
coop 
likel. 
one 
and 
esse! 
alon 
as 
unti 
is t¢ 
ad 
peor 
mar 
stat 
sele 


plo: 
fills 
the 
of 


are 
dea 


boz 
ref 
an 


wor rtnaenaoaeowd 


— op oo of 





> ona 
ployees, 
handi- 
ve must 
in our 


e must 
‘mploy- 
an that 
» hired, 
ay not 
ire im- 
y have 
- things 
| down, 
Oyment 
le help, 
ur em- 
sm. As 
- defer. 


le must 
We 
to re- 
mplify- 
lled or 
them. 
g with 
ion as 
re had 
ed the 
be fa- 
cident- 
» know 
grade’ 
lesser 
jobs. 
> num- 
hand- 
) Came 
draft 
exam- 
0 em- 
eds of 
for a 
all of 
service 
house 


en an 
about 
-A, is 
ng for 
ow it 
ics, OF 
» draft 
man. 
1e em 
earing 
rmore, 
1e em- 
direc- 
your 
nploy- 
Selec- 
» local 
again 
r tele- 





SING 





DRAFT 
















gram. The state director and the 
local board fight it out with the form- 
er having the last authority. The 
state Selective Service directors have 
the power to override the local boards. 

“The idea of the War Manpower 
Commission is to keep the home front 
manned as well as the army. To get 
the action desired, you must follow 
the case of each employee closely and 
cooperate fully, otherwise you are 
likely to be out of luck. Nearly every- 
one asks for deferment from the draft, 
and it is too much to expect your 
essential employee to fight his battle 
alone. 

“Remember, if you stall around 
until after your man is inducted, it 
is too late to do anything. 

“A firm must employ at least 8 
people to be permitted to get up a 
manning table and be entitled to a 
state acceptance number, with the 
selective service head of the state.” 


Employer Can Help 


Mr. Moran says that with smaller 
companies it is possible for an em- 
ployer to do a pretty good job if he 
fills out the form and appears before 
the draft board and presents the case 
of his essential worker. 

In the smaller towns where there 
are few service men, there*is a great 
deal of personal angle with the draft 
board, and when members of the draft 
board can see that their own electric 
refrigerator is liable to go on the bum 
and remain unrepaired, when they 
understand that their own personal 
washing machine may not be fixed if 
this man is taken, they are very likely 
to listen to his case. 

In the case of a commercial laun- 
dry manager in Anthony, Kansas, re- 
cently a physician went before the 
draft board, pointed out that the hospi- 
tals depended entirely on this commer- 
cial laundry for its linen, and if this 
man was taken the laundry would have 
to close down. The draft board listened 
to the doctor and deferred the laundry 
man, 

In a small Indiana town recently 
where the vulnerable service men were 
being threatened, F. J. Moran was 
called in to testify before the draft 
board. Pointing out the dangers that 
threaten when green hands attempted 
to repair devices employing such lethal 
things as electricity or refrigerant 
gases, he was able to drive home the 
point vividly enough to get action. 

The thing to do is for the employer 
to get in their licks; otherwise, he is 
going to have his help dwindle away, 
a condition that will eventually put 


... and | 
Grew’em Myself! 








him out of business. 
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There was a lot of satisfaction in a 
mess of sweet corn that you grew 
yourseif in your own Victory Garden. 
That is, if the borers didn’t beat you 
to it! .. . Satisfying also to you is the 
knowledge that the day is coming ever 
closer when heating devices will 
again be available for you to sell. 
Another satisfying thing, is that most 
of those you sold, that were equipped 
with Chromel elements, are still in 
daily service—a tribute to the durabil- 
ity of Chromel. When peace comes, 
Chromel will once more come to you 
in good heating devices, to do the 
good job it has always done. Mean- 
while, maybe you'd like a copy of our 
Heating Unit Calculator, for your 
service department, at no cost... . 


HOSKINS 
MANUFACTURING COMPANY 
DETROIT 8, MICHIGAN 


HOSKINS 
CHROMEL | 


EATING ELEMENT | 


WIRE 
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PRODUCE 
AND AND 
CONSERVE j§ "@ PLAY SQUARE 


This Meal Planning Guide Works Hand in 
Hand with the Government Food Program 


This timely, 68-page book helps people carry out to the letter 
the recommendations of the War Food Administration on the 
use and conservation of food. In other words, it gets right down 
to cases and gives homemakers a wealth of suggestions on how 
to prepare and preserve food, how to stretch ration points, how to 
use appetizing alternates for the scarcer foods. Also, every issue 
is well seasoned with authoritative eating-for-health advice to 
help keep war-working America physically fit and on the job. 


te |g 
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M| SUGS.. FOOD : THE 


MIGHTIEST WEAPON OF THEM ALL” 


You Can Help Make It Fight for Freedom by 


Distributing Meal Planning Guides Every Month Wer vel Pena 
artim i h 
e Meal Planning Help 

| ne monthly, this Meal P} 
€ Suide contains 68 pages of bins 
ing health-building 


In the Government’s current food campaign, everyone is asked 
to pitch in and help. Farmers to raise more; processors to up 
their production; retailers to spread the good word with 
window signs, store posters and other advertising. And con- 
sumers are urged to Conserve, Preserve, Share and Play 

Square. 2 bes gr Point-thrifty menus 
With so much hinging on this latter job, the Health-for- mao yd ‘very meal in the nm 
Xes incly > 


Victory Meal Planning Guide assumes a greater importance ded, 
than ever before. 

Up to this month it was distributed only by Health-for- 
Victory Clubs, war plants and other organizations—some 4 Alternates 
1,300 in all. Now, because the food situation is so critical, it is 


3 Each issue featur, 


eS Over 
Prepare, tested recipes 300 easy-to. 


being made available to the public at large, through retail 5 Instructions 
on 
channels. tables 50 a8 to re mn to cook vege. 
By taking on this timely publication, you will be rendering mins and minerals maximum vita. 
your future appliance customers a service they’ll long remem- 6 Up-to-the 


“minute inform 


ber. For not only will you be helping them to do everything the from Washington ation direct 
Government asks, but at the same time you will be showing coming food ites current and 
them how to eat well in spite of food shortages. 7 shia ‘ 

Hundreds of retailers have already enlisted in the ‘Food simple th advice presented - 


» Nontechnical Jan 


Fights for Freedom” campaign by displaying the Meal Plan- 8 guage. 
ning Guide on their counters. They are finding it a popular, rm ing Suggestions on co. 

P P m an anning, 
fast-moving item. and jaa SPecial occasion ins 


Your Westinghouse Distributor will gladly supply you with 





a sample copy of the November issue and fill quantity orders 9 pg a geet follow Suggestion 

at 61% cents a copy. i > mi dea “Basi a > 

WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY We ai si” iet. 
MANSFIELD, OHIO e for every age hat serve @8 a guide 


Soup and every type 









o Home Appliances 
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A POST-WAR Job 


to be Done Today! 


Organize Your Post-War Selling Plans i» is not enough . . . you must be 


by Getting an Accurate Line-up Now of 


planning for tomorrow’s jobas well. 


Make a check-up now on the 


Your Customers’ Post-War Buying Plans — clectrical appliances your Service 


Long before the production of new vacu- 
um cleaners and other electrical appliances 
was halted by the needs of war, Premier 
began advising alert electrical appliance 
dealers to switch to Service. It was a 
wise move, as events proved .. . in many 
cases it meant survival to dealers. 


It also meant that you who are selling 
Service have kept your customer list 
compact and active. ..and that will be of 
the utmost importance in the months 
ahead. Service is still the mainstay of 
your business and will continue to be until 
Victory is ours. But it won’t always be so. 
The time has come when doing today’s 


customers need and intend to buy 
first in the post-war period. Many dealers 
already are doing this—- making up lists 
of appliances wanted and the people 
who want them. You’ll find this simple 
to do—and very valuable. You'll be in 
a position to base your preparations for 
the future on facts rather than guesses— 
and your customers will appreciate and 
remember the special consideration they 
receive from you when the big rush of 
post-war buying begins. 


Premier, with its sixteen factory branches, 
will continue to give you all possible co- 
operation in preparing for the big busi- 
ness that’s coming soon after the war. 


DIVISION 





ELECTRIC VACUUM CLEANER COMPANY, INC. 


CLEVELAND, OHIO 











CERTIFIED SERVICE 


For Vacuum Cleaners 


GUARANTEED 
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Laundry Breakdown 
Revealed In Survey 


Laundry service prices have sky- 
rocketed up to 50 per cent above pre- 
war levels while more than half the 
laundries in many cities will not take 
on new customers and limit the types 
of washable goods accepted, it was re- 
yealed recently through announce- 
ment of the results of a nationwide 
survey of Norge distributors and deal- 
ers conducted by the Norge Division 
of Borg-Warner Corp. 

M. Glenn O’Harra, vice president 
in charge of sales for Norge, who di- 
rected the survey through a “Norge 
Jury of Marketing Opinion,” declared 
that results of the survey prove that 
there has been an unprecedented na- 
tional breakdown of laundry service 
and that many thousands of American 
households are without adequate laun- 
dry equipment or facilities. 





Laundry Service Poor 


Thirty-eight per cent of the Norge 
“Jurors” reported laundry service as 
“poor”; 27 per cent “very poor”; 30 
per cent as “fair”, and five per cent as 
“good.” Prices, they said, have in- 
creased from 10 to 50 per cent with 
approximately half the jurors agree- 
ing that 20 per cent was the average 
of increase. Answering the question, 
“What delivery is being promised?” 42 
per cent reported “one week”; 40 per 
cent, “two weeks”; 11 per cent, “three 
weeks”; 7 per cent, “Over three 
weeks,” 

Mr. O’Harra said that 59 per cent 
of the distributors and dealers re- 
ported that laundries will not take on 
new customers and 61 per cent found 
that laundries are limiting types of 
washable goods accepted. A _ signifi- 
cant fact, he pointed out, is that 75 
per cent of the jurors believe that 
lack of laundry service has helped to 
increase absenteeism among industrial 
and war workers. 


Dearth of Washers 


Mr. O’Harra said that the company 
found that 495 of the larger dealers, 
out of more than 5,000 scattered 
throughout the United States, had five 
new electric washers among them and 
a total of 488 used washers, or less 
than one used washer per dealer. The 
dealers reported that each averages 25 
calls weekly for new washers and 18 
calls weekly for used washers. Sixty 
per cent of the dealers failed to obtain 
the names and addresses of people 
asking for new washers and 70 per 
cent did not keep a record of persons 
seeking used washers, the dealers 
admitted. 
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Western Merchants 
Look to Post-War 


Because so much merchandise is not 
now available and customers must go 
away disappointed, forward looking 
merchants are already beginning to 
focus attention on the postwar period, 
storing up goodwill and the desire to 
buy for the future, according to a re- 
port in the weekly market digest is- 
sued by the Western Merchandise 
Mart of San Francisco. 

Advertising is being used to sug- 
gest possibilities for purchase when 
peace arrives—a new refrigerator, 
range, remodeled kitchen, extra con- 
venience outlet or other home needs. 
There is a great increase in the use 
of direct mail advertising, house or- 
gans and personal letters. One firm 
has sent out a “Blueprint for Tomor- 
row” with each month’s statements. 
Another store is using a series of 
mailing pieces, each covering a prac- 
tical homemaking suggestion and in- 
viting the customer to visit the store 
for aid in meeting the emergencies of 
wartime housekeeping. Customers pre- 
fer to know exactly what restrictions 
they must face at the present time, 
but are not unwilling to make plans 
for the future. The store which ties 
these plans in to the type of mer- 
chandise it is going to have for sale 
when restrictions are lifted is the one 
which will obtain the business. 


Universal Launches New 
Post-War Appliance Plan 


Landers, Frary & Clark, manufac- 
turers of “Universal” household appli- 
ances, have launched a new plan to 
crystallize consumer thinking on the 
subject of post-war appliance needs 
and to provide for “an orderly flow” 
of merchandise to dealer stores when 
production is once more resumed. The 
plan is called “U Plan for V Day”, 
according to W. J. Cashman, sales 
promotion manager of the company, 
and, following its announcement to 
the trade, will be sold to the country 
in some 40,000,000 full-color page ads 
in most of the prominent national 
magazines. 


Involves Five Steps 


The plan, according to the company, 
is one of the first national orderly 
approaches to the problem of post-war 
appliance distribution. It involves five 
steps that will enable the consumer 
to plan now for post-war needs, have 
available the money for their purchase 
after the war, and be registered with 
a local dealer on a “first come first 
serve” basis long before the appliances 
themselves are available. 

The five main steps of the plan are 
as follows: 











NASH-KELVINATOR "E"—Col. Alfred H. Johnson, supervisor of the Central Procure- 
ment District, U. S. Army Air Forces, presents the Army-Navy "E" Award flag to Camp- 
bell Wood, general manager of the Propeller Division of Nash-Kelvinator Corporation, 
and John Haruska, local union president U.A.W. (CIO) at ceremonies held September 


17, 1943, in Lansing. 


(1) In the national advertisements 
the consumer is urged to survey his 
post war appliance wants today using 
a specially devised “U” Plan check 
list which appears in every advertise- 
ment and indicates the entire range of 
Universal housewares lines. In addi- 
tion the “U” Plan check list indicates 
the 1941 price range of each item 
which the consumer can use as an 
easy guide in developing a rough esti- 
mate of appliance costs. All the con- 
sumer has to do is check off the appli- 
ance she will need after the war in one 
column, estimate using the price guide, 
their approximate cost in another 
column, then add up the total. This 
enables her in one easy step to plan 
her purchases from a toaster to a 
complete electric kitchen. 

The “U” Plan then urges con- 
sumers to buy additional War Bonds 
now, equivalent to the amount needed 
later for the desired appliances. 

(3) To participate fully in the “U” 
Plan consumers are next instructed to 
take their check lists to the nearest 
Universal dealer and ask him for pri- 
ority consideration as soon as the 
appliances are available. 

(4) In the plan it is suggested to 
the dealer that he set up a customer 
file on appliances registering each 
customer for her appliance needs on 
a first come first serve basis. If he 
desires he may further give the con- 
sumer a special priority number for 
each appliance she needs in the order 
of his consumer demand for the appli- 
ance and stamp this number on a 
dealer-consumer registry form which 
is provided in the point-of-sale mate- 


rial. 

(5) The plan suggests that the 
dealer call his customers as soon as 
merchandise is available following the 
war, in order of their priority for 
merchandise as established by his 
registry records. 


Pian Carefully Studied 


According to B. C. Neece, vice 
president and general sales manager 
of Landers, Frary & Clark, the plan 
is the result of careful analysis over 
a period of many months. “We have 
long been of the conclusion,” said 
Mr. Neece, “that it was essential to 
develop an orderly approach to the 
distribution of Universal goods fol- 
lowing the war. With pent up demand 
for merchandise far exceeding the 
supply that will be available it seemed 
apparent that the industry would wel- 
come a program to insure careful 
planning of consumer and dealer post 
war needs while at the same time 
helping our government sell war 
bonds.” 
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Time Is 
Rationed, Too 








WICE a week I’m at the Red Cross all day. There’s 

no OPA to ration my time, but I have to make 
every hour count. I rush in at 5:30, toss off my hat, and 
hurry to get dinner ready by six. That’s when a cook’s 
best friend is her skillet. But I think my best friend is 
the Giant Burner on my Grand Range, which does such 
a fast job of cooking an appetizing meal, ready to put 
on the table piping hot by the time Jack gets home. 
The Giant Burner is only one of a dozen ways that my 
Grand saves me precious time 
and effort. And some day, when 
the new Grands are ready after 


the war, I’m going to have the 





latest, most modern model. 


WHEN PEACE COMES...IT WILL BE GRAND 
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Crosley employees. 


$1,000,000 IN BONDS—R. C. Cosgrove, vice-president and general manager, manufa, 
turing division, The Crosley Corp., presenting a $25 war bond to Miss Glenna Fay Milley 
inspector in one of the Crosley plants in Cincinnati. 
Miller, marked the attainment of a goal of $1,000,000 in war bonds purchased ly 


This bond, purchased by Mig 





HAVE YOU HEARD .... 





First LiguTENANT Walter M. 
Schwartz, Jr., on leave as president 
of the Proctor Electric Co., has been 
awarded the Distinguished Flying 
Cross for gallantry in the Middle East 
area, according to an Army Air Forces 
announcement. The award was pre- 
sented “in recognition of extraordi- 
nary achievements while participating 
in 200 hours of operational flights 
against the enemy.” 


Davit GRIMES, vice-president in 
charge of engineering for Philco, who 
was abroad on a special war mission, 
was killed September 4 when the trans- 
port plane in which he was travelling 
with Commodore James A. Logan, 
Commandant of the United States 
Naval operating base at Londonderry, 
crashed into a mountain in northern 
Ireland. 


J. J. Nance, vice-president of 
Zenith Radio Corp., has been ap- 
pointed to the new committee on post- 
war planning of the Radio Manufac- 
turers Association. The first meeting 
was held in New York, September 15, 


Epison Exectric INstiTuTe has is- 
sued a report called “Design and Con- 
struction of Home Dehydration Equip- 
ment,” available at $1 a copy. Most 
of the material was gathered from the 
research carried on by electric utili- 
ties and agricultural colleges and 18 
pages of the report show construction 
details of home dehydrators developed. 


WPB As AUTHORIZED the manufac- 
ture of 50 washing machines for use 
in the fight against infantile paralysis. 
In the Sister Kenny treatment of the 
disease, hot packs are placed on the 
victim to combat muscular spasms. 
The packs must be soaked frequently 
in hot water and wrung dry before be- 
ing applied. The washers will be 
manufactured by Electric Household 
Utilities Corp. 


Curtis PusitsHine Co. have raised 
their commercial research division to 
the status of a department of the com- 





pany, signifying their interest in the 
importance of research for post-war 
planning. 


APPOINTMENT OF the H. M. Tower 
Corp., New Haven, Conn., as exclu- 
sive Crosley distributors in the Con- 
necticut territory, has been announced 





W. G. MILLER 





by J. H. Rasmussen, Crosley com- 
mercial manager. W. G. Miller is 
president and general manager of the 
company which he founded in 1922. 


CLARENCE F. (Sanpby) Pratt, gen- 
ial president of the California Refrig- 
erator Company, has made national 
headlines again in an article in the 
September “American Magazine” 
which tells of his hobby of giving 
away living redwood trees. Mr. Pratt 
received 1,600 letters and requests for 
trees following the write-up given his 
activities in the Readers’ Digest. In- 
asmuch as he had already given away 
7,000 seedlings before the article ap- 
peared, his record is now approaching 
astronomical figures. He digs the 


trees himself on weekends, keeps them 
growing in small containers, and al- 
ways carries a hundred or so of them 
with him on business trips to present 
to, anyone who will promise to plant 
and care for one of them. 
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WHY NORGE DEALERS ARE LOYAL 









I doubt that there is another manu- have in speeding up the ultimate sale—thus proving that 
facturing concern in the country the dealer’s participation in the complete transaction is 
which enjoys so close a relationship constantly in the minds of Norge executives. Distributors and 
with its distributing organization. dealers know, too, that our postwar planning committees 
When we analyze the reasons for are right now considering dealers’ problems and dealers’ 
such a gratifying situation, we run needs quite as much as they are considering our own. We 
into such tangibles as—a complete are, of course, extremely proud of the fine codperation and 
line of products; consistent national “teamwork” of our dealers and distributors . . . we intend to 
advertising; and merchandising ideas make it possible for all to enjoy a great future with Norge. 
that really ring the bell. And we find one intangible: an e 


extremely high morale among the dealers, resulting from 


Norge’s “fair treatment” policy. APtze 


Norge distributors and dealers know, for instance, that 
many factory decisions are influenced by the effect they will VICE-PRESIDENT IN CHARGE OF SALES 







































1. Completeness of Line 2. Fair Treatment 


t in the With a Norge franchise, the dealer always has, under one 


Dost-war brand name, a wide variety of high-unit-sale merchandise, at Norge prides itself on the hepaity of its mmpats distributing ; 
present composed of refrigerators, ranges (both gas and organization—the result ofa fair treatment” p olicy by which 

- Tower electric), washers, home heaters, commercial refrigeration. distributors and dealers alike have the consideration and 

exclu Urban, suburban and farm homes are Norgedealers’ prospects. eae cahahiiie of Norge anneeons The high morale which 

sa = exists among Norge personnel in the field is a constant source 


of gratification to Norge and a constant inspiration for Norge 
to provide products and a “proposition” which keep its 
dealers in an enviable position in the appliance field. 











ng 4. Merchandising Help 


Keeping the Norge name and 
Norge values before the house- 
wives of America is one of 
Norge’s duties to its dealers. 
The current national adver- 
tising activity —full-color and 


The Norge Jury of Marketing 
Opinion has recently released to 
Norge distributors and dealers 
another confidential report on a 
subject of vital concern to them. 





com- : : A wealth of marketing ideas will 
‘ler is black-and-white pages in 13 ; 8 
‘ , be available to Norge dealers to 
of the national magazines, plus large ‘ 
922. ‘ assist postwar sales of Norge 
space in key-city newspapers 
: , : postwar products. 
—is good evidence of this. 
T, gen- 
Refrig- 
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A LIGHTING sURVEY cempiled by 
Fact-Finders Associates, and pub- 
lished in the current edition of Small 
Home Guide, reveals that the average 
home-owner wants an average of 8.9 


J | lighting fixtures or-lamps in his post- 
| war home. A total of 8,365 ballots 
S | were received from 938 correspondents 


in the survey. 


Ertc Sevarem, General Electric’s 
| foreign correspondent on their short- 
wave news program, “The World To- 
day”, was forced to parachute to earth 
from a crippled American transport 
plane into the wilds of northern 
Burma. That was on Aug. 2. For 








These Eskimo sweetie-pies 
are helping you sell washers 
after the war 


HIS month Laura Lovell’ 
Evening Post and Good Housekeeping features these Eskimo washer 
ladies. Their job is to convince American women how lucky they are if 


they have a modern washer equipped with a Lovell Pressure Cleansing 





Wringer 


they haven't. 


There’s really method in this madness. The washing machine manufac- 
turers and Lovell, too, are going tohave some amazing new developments 


to sell after the war. But our bet is that it won't be right after the war. 


Yes, Eskimo women do wash this way---We’ve got proof! 


and to make them start planning to get one after the war if 


s “*Washday Gossip” column in the Saturday 








General Electric's Middle-East correspond- 
ent, Eric Sevareid, (right above), just be- 
fore he embarked on a flight from India 
to China which ended in a forced parachute 
landing in the Burmese wilderness several 
weeks ago. With Sevareid is Major Don 
Thurman. 


three weeks no word was heard from 
him. Then, by means of a small, hand- 
cranked radio transmitter, dropped to 
him by plane, he got through the mes- 
sage that he and his party were safe 
and were being taken care of by 
friendly natives. 


It will take some time to tool up for the new models. In the meantime ALL RESIDENCES of Los Angeles 


the washers which will be sold 


to satisfy immediate require- 


ments—which are enormous— 


will show only normal improve- 


ments over the pre-war models. 


One thing we can be sure of and 


that is that the machines which 


are equipped with Lovell Pressure Cleansing Wringers will be the easiest 
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to sell and give the greatest satisfaction. 


Laura Lovell Says: Look at this clothespin and toothpick 
test. Both objects are gripped with equal pressure by the 
big Lovell balloon rolls. They equalize the pressure so that 
the whole piece is wrung free of sudsy dirt and grime. 
When you have features like these to sell, women will 
really buy them. 


LOVELL MANUFACTURING COMPANY, ERIE, PA. 
































Bureau of Power and Light employees 
at Boulder Dam are to be outfitted 
with air conditioning equipment, de- 











signed to improve living cond 
and increase the efficiency of the m 
who must work in a climate 
temperatures of 100 degrees and 
wards are not unusual. The 90 gp 
installed range in capacity from 2 
to 6,000 cu. ft. of air per minute, © 








FarM JourNAL has elevated M, G 
Kirkpatrick, for 20 years assog 
editor of the publication, to the 
of managing editor. Circulation” 
the magazine is now at 2,700,000, 















ONE HUNDRED AND SIX DEALERS | 
still active in Utah Power and Li 
Co. territory and they report a tof 
of $923,932 worth of electric appliances 
sold during the first six months @ 
1943, as against $3,429,468.25 worth 
sold during the corresponding period 
of 1942. The sales include 1,351 re 
frigerators, 695 electric ranges, and 
205 water heaters, the largest num- 
ber of the refrigerators having been 
sold since the releases during the 
months of May and June. Unit sales 
of these major items are somewhat 
under one third of what they were a 
year ago. Stoker sales had dropped 
from 713 in the first six months of 
1942 to 121 in 1943, but oil burners 
had risen from 147 last year to 50 
sold from January to June of 194}, 
The only other item in which an in- 
crease was reported was electric 
brooders. 











-E. A. JENSEN of Preston, Utah, has 
recently taken over the Preston 
Gamble store as well as buying out 
his partner in the Continental Battery 
and Electric Supply Company, com 
bining the two stocks in one of the 
largest stores of its kind in that ter- 
ritory. 


Two appiTions to the staff of the 
research department of The Curtis 
Publishing Co. were announced re 
cently, in pursuance of the plan to ex- 
pand the activities with increased 
emphasis upon post-war planning. 
James C. Gallagher has been put in 
charge of field service activities and 
William C. Gordon, Jr., assigned to 
the study of housing and household 
appliances. 













Why? 
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CHICAGO'S STREETS THAT USED-TO-BE. 
bustle and bulldog shoe era electrically has been revealed by the Chicago Museu 
Science and Industry, which has opened up a cobblestone, gaslight and brass tri 
automobile sample. Even a power plant is present, borrowed from Commonwealth E 
Company, typical of an installation of about 1907 in a town of 1,200 population. Pot 
for the entire exhibit is produced by a Westinghouse 1|7!/2 kw. generator directly 

nected to a steampower unit. Stores bearing the names of f Pp Chi 
retail establishments line the thoroughway. Photo Courtesy Commonwealth Edison Co. 





































How the city streets looked back in 




















ivaVia aie EO 


with its subdivisions of Electronics, Radio, etc., 
says Look into the record of Portable Supremacy. 
































































. — IS THE FIFTH OF A SERIES of radio merchandising 
est num- 
ing been questions on post war planning. a ™ 
H @ 
rai = It covers the subject of PORTABLE RADIOS. “csttous: 
somewhat Portable radios have grown to bea big volume factor in What radio manufacturer has the greatest reputation for 
y were a ‘ dio dealer’ li ict ~ extreme value, amazing performance and reliability in 
dropped every aggressive radio dealer’s selling picture. the portable field? 
nereenh Zenith recognized this fact EARLY. Zenith has consist- ae : 
| burners L_| Write name of corporation. 
ir he be ently LED THE INDUSTRY in percentage of its famous Wave- 
ot q 
ch an in magnet portable sales—to the industry’s portable radio 2 What is the best known individual portable model in the 
electri ° country? 
electri sales. Indisputable figures prove that fact. : pa 
; . : , L_| Write brand and f model. 
Zenith created a sensation when it brought out its itd Anes. > ,<ty tsnnaamaae 
Utah, h i . il. 
Pra Transoceanic Clipper at $75 00 retai 3 What is the highest priced nationally sold quality portable 
ying ont Immediate and amazing acceptance proved to the coun- ¢ on the market? 
. re 
I Battery try’s radio merchants that portable business need not LJ Write brand and name of model. 
ny, com: 
ne of the mean small unit of sale. 
that ter- : 
Portable value never before given . .. portable perform- 
ance never before engineered ...and portable unit price We hear you saying: “Why ask when we know?” It is 
ff 2 the never before dreamed of—combined to achieve the greatest good for you to see your own answers in black and white. 
ie ©Curtis » ‘ 
meed fre world-wide acceptance ever accorded any radio receiver. Put them down! 
pad That’s history—not claims . . . and you know it! It hardly They should fix indelibly in your mind the phrase 
planning. seems necessary to frame the questions. Nevertheless, in “Zenith Has Portable Supremacy.” Figure that after the 
on put m P . P ” 
vstin and your post war planning, please be sure to add this check-up war Zenith Portables must be “suPpREMACY PROTECTED!” — 
ote to those which Zenith has been giving you in previous by astonishing innovations— 
10uUS 
advertisements of this series. If you haven’t seen them, we —and you will have the answer to your POST WAR PORT- 
shall be glad to mail them to you on request. ABLE POTENTIAL, 
ZENITH RADIO CORPORATION, CHICAGO 39, ILLINOIS 
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BETTER THAN CASH 


U. S. War Savings Stamps and Bonds 
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Ne. 500 WICK 


for use on all 


4 No. 5130 
Perfection Room : roe : No. 107A-1 FLAME 
Heaters. oe PYREX GLOBE SPREADER 
for models 1710, for all Perfection 
1711, 1712, 1713, Kerosene-burn- 
1714, 1715, 735. ing RoomHeaters. 





You can keep your FRIENDS—and make PROFITS, too—if you help keep 
Perfection Oil Heating Equipment in action by selling genuine PERFECTION 
WICKS and REPLACEMENT PARTS. 


THE FRIENDS: customers who look to you for the Perfection wicks and 
replacements that will keep their Perfection Oil Heaters giving the high- 
quality service built into them . . . and who'll come back for new Perfection 


products when they are available. 


THE PROFITS: A good volume of cash business right now, for Perfection 
wicks and replacement parts are more in demand than ever today! Help 
America solve a serious heating problem this winter! Dress up your counters 
with displays of these fast-selling Perfection wicks and replacement parts. 


Order now from the nearby Perfection District Warehouse. 





PERFECTION STOVE COMPANY 





PAGE 48 






Sell these Perfection Wicks and Replacement Parts now! 
FOR USE ON ALL PERFECTION OIL ROOM HEATERS 


No. 5350 
STEEL 
RESERVOIR 
complete for 
models 525, 1525, 
1527, 1530, 1630, 
1632, 1635, 1692, 
730, 735. 


FOR ALL 
SUPERFEX HEATERS 





No. 457A-2 DRAFT REGU- 
LATOR AND TEE — 6-inch 
size— for all Perfection-made 
Fuel Oil-burning Space Heaters, 
except 1029, 1030, 1039, 1049, 
1050, 1249, 1250. 


The War Production Board has authorized us to manufacture 
a limited quantity of Model 525 Perfection Portable Oil- 
Burning Heaters for distribution to consumers. We expect 
that shipments to our dealers will start during late October 
and November. Your orders to our nearest Perfection 
Branch Office must be accompanied by Ration Certificates. All 
orders will be filled in the order in which they are received. 


The Mark of »/\ Quality 


7611-C PLATT AVE. 
CLEVELAND, OHIO 


In Peacetime, THE WORLD’S LARGEST MAKERS OF OIL-BURNING EQUIPMENT FOR THE HOME 
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IN ORDER TO COMBAT the t 
war workers to “let down” as q 
of good news, Nash-Kelvinator 
had a national ad ready in anticinas 
of the downfall of Italy. The adye, 
tisement, which was captioned “Tt i 
Only Dawn In Italy” was 

of a “scoop” inasmuch as it rm 
in such metropolitan dailies as 4, 
New York Daily News, Times, Su, 
Herald Tribune and Wall Street Joy. 
nal, within 24 hours of the edition, 
which carried the spot news of th 
surrender. 
















































FouR MEN WHO HELPED increay 
production of electrical equipment fo, 
American warplanes and tanks hay 
received the Order of Merit, highey 
award made to employes by Westing. 
house. A. W. Robertson, board chair. 
man, recently presented bronze Order 
of Merit placques to Charles C. Shut, 
manager of the Lima Small Moto 
Division; Harold E. Grout, the ¢. 
vision’s manager of manufacturing, 
Albert B. McClelland, an assistan 
foreman; and M. B. Wyman, manager 
of the district engineering and service 
department. 


Ernest J. BERGGREN, oldest of the 
Edison pioneers and the last surviving 
member of the group that worked with 
the famous inventor at Menlo Park, 
died at Schenectady, New York, on 
September 9. Mr. Berggren was § 
years old. 


THE THIRD NATION-WIDE search for 
the 40 most talented teen-age scientists 
in America will be conducted among 
some 1,500,000 high school seniors 
during the fall and winter, Watson 
Davis, director of the Science Clubs 
of America, announced recently. An 
annual quest for promising scientific 
ability, the science talent search will 
enlist the aid of 40,000 high schoo 
principals and teachers who will ad- 
minister tests and supply other nec- 
essary data. Westinghouse science 
scholarships totaling $11,000 will be 
awarded to at least 10, and possibly 
40, of the winners. 


Two AMERICAN SOLDIERS in af 
American Air Corps camp in the 
Australian bush not long ago got hold 
of two washers. They named the 
set-up the “Lickety Split Bush Laur- 
dry.” Business has been so rushing 
that the two machines earn $15 a day 
for the camp canteen, in addition to 
a few pennies for the soldiers them- 
selves. 


WRAPPED IN BLANKETS and tagged 
“gun parts” a washing machine was 
smuggled into the Aleutians by two 
soldiers weary of doing the job by 
hand. It cost them $125 to purchase 
an old gas-powered machine from af 
Alaskan farmer, but a war corre 
spondent who saw the machine ™ 
operation says the boys believed it was 
worth it. 


1520 Calls on Home 
Food Preservation 


An idea of the flood of inquiries 
that have arisen this year on the sub 
ject of food preservation can be gained 
from a recent announcement that the 
home service department of the North 
ern States Power Co., in Minneapolis 
had 1520 calls on this subject alont 
during one week, in August. 
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Reproduction of page ad- 
vertisement earing in 


LIFE, September 6, 1943. 


Parts used in the maintenance of electrical appliances and “I wish to take this opportunity to thank you for the way 
equipment are often difficult to obtain in peacetime, but you handled a recent emergency order I sent you. The service 


a under wartime conditions the difficulties are multiplied. was excellent and very much appreciated by me... after what 
y two With an appreciation of this situation Emerson-Electric is 1 have gone through, it was certainly refreshing.” 

ob by giving special attention to requests for service and parts. THE EMERSON ELECTRIC MANUFACTURING CO. 
rchase It is gratifying, therefore, to have Mr. H. G. Erkart of St. SAINT LOUIS 

om - Matthews, Kentucky write: Branches: New York « Chicago « Detroit « Los Angeles « Davenport 
corre: 
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Y... we are "chafing at the bit" 


to get this war won as quickly as 










possible. Every Voss employee is 


devoting his entire time to just 





one thing — turning out the great- 













est number of Bomber Gun Turrets, that is human- 
ly possible, for our Fliers at the Battle Front. 
And we are also "chafing at the bit" to sit down 
with Voss Dealers and talk about their post war 


plans and our plans for the big days ahead. 


But it's Uncle Sam's turn now to get all of our time 
and attention, and Voss Dealer's turn is the first 


thing on our docket after Victory is assured. You 









can look to Voss for the finest in post war washer 


equipment and sales plans. 


VOSS? jj 


VOSS BROS. MFG. CO., DAVENPORT, IOWA 
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IN RECOGNITION OF its consistent 
record of achievement in producing 
the tools of Victory, Motor Wheel 
Corp., Lansing, Michigan, manufac- 
turers of Duo-Therm fuel oil burning 
heaters, furnaces and water heaters, 
has now received its fourth war-time 
production award—a second white 
star affixed to the Army-Navy “E” 
pennant presented to the corporation 
many months ago. 


PRODUCERS OF NUMEROUS essential 
war materials, the Ferro Enamel Corp. 
of Cleveland, Ohio, has recently re- 
ceived its second Army-Navy “E” 
Award for continued production ex- 
cellence. 


APPROXIMATELY 1,600,000 persons 
have visited the display of Philco 
Corp.’s war production at the “Ord- 
nance for Victory Exhibit” of the 
Philadelphia Ordnance District which 
closed recently, according to James 
H. Carmine, vice president in charge 
of merchandising. 


THERE'S NO SHORTAGE of manpower 
in Buffalo household kitchens, if the 
number of male spectators at the Food 
Preservation Exhibit being held daily. 
in the Electric Building is any cri- 
terion. The exhibit, which was opened 
September 13, to assist housewives in 
obtaining the best methods of pre- 
serving garden fresh foods for next 
winter’s needs, has numbered as many 
men aS women among its audience. 


WHILE THE soap shelves of many a 
grocer have gone threadbare through- 
out 1943, actually according to the 
War Food Administration, each per- 
son has been provided with 23.4 pounds 
for 1943. Scarcity has been caused 
by hoarding as a result of rumors of 
shortages. Improved shipping condi- 
tions make possible more fats and oils 
for soap, and as a result the WFA 
will allow 25.4 pounds per year from 
now on, 


BECAUSE DEMANDS ON Foop and fuel 
will be even greater after the war than 
they are now, Arthur D. Whiteside, 
director of the Office of Civilian Re- 
quirements of the War Production 
Board, has declared that price and 
ration control should be continued 
three years after the war ends. Failure 
of business to demand price and ration 
control for a reasonable period would 
be to risk inflation, he said. 


Graybar 


Norman M. White was appointed 
district operating manager at Graybar- 
Dallas to be effective September 20. 


ath 





Mr. White started with Grayban” 
Philadelphia in 1922 as stockman 
was advanced that same year to sep 
ice clerk. From 1926 to 1940 he served 
at Graybar-Baltimore as service gy 
pervisor and then went on from them 
to St. Louis as service manager, which 
position he held until his recent ap 
pointment. 

J. R. Ernest was appointed district 
operating manager at St. Louis ang 
will assume the duties formerly pep 
formed by Mr. White. Mr. Ernest 
started his career with Graybar at 
Chicago in 1924 and served in many 
capacities until 1940 when he was 
transferred to Graybar headquarters 
as sales statistician ; later he was made 
assistant to the general service man- 
ager. 






Post-War Buying 
Intentions Rise 


Postwar buying intentions of the na- 
tion’s families are increasing almost 
daily and present indications are that 
postwar purchases will be far in ex- 
cess of the billions of dollars that 
were in prospect last winter. 

Bringing a December, 1942, nation- 
wide survey up-to-the-minute, the 
Chamber of Commerce of the United 
States reported today that, for ex- 
ample, the number of families now 
planning to purchase one or more 
major articles within six months 
after the return of peace has risen 
from 53 per cent to 64 per cent of the 
nation’s total. 

While virtually all components in 
the statistics relating to consumer 
purchasing and savings intentions 
went up in the new tabulation, there 
has been a noticeable drop in family 
planning for such things as furniture 
and floor coverings in their home. 
There also have been decreases in 
intentions to redecorate the interior 
of homes, to modernize kitchens, to 
add new porches and to renovate 
bathrooms. 

The Chamber’s survey shows these 
major changes in trends: The house- 
hold appliance field shows an in- 
crease in buying intentions from 
$860,185,000 to $1,215,910,000, with 
the greatest jump occurring in radios 
and electric kitchen mixers. Overall 
home furnishings purchase intentions 
shows only a nominal increase from 
$709,905,000 to $711,410,000. 1,540,- 
000 families—an increase of 50 per 
cent—intend to build or buy a new 
home within six months after the war 
is over. The prospective investment 
has risen from an estimated $5,000,- 
000,000 to $7,184,800,000. 
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, war products replaced 
electric cleaners on Hoover 
assembly lines in record time 
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Will it be Materi 


War is forcing tremendous developments 
in metals and materials—and facilities 
to make them. 

But no matter scientific advances, the 
basic job of every manufacturer will be 
the same as always: to build products 
that meet the needs of the times. 

To make dead certain that postwar 
Hoovers will do this as efficiently as pre- 
war Hoovers met the needs of the past, 
The Hoover Company is: 


1. Maintaining a month-to-month sur- 
vey on what homemakers and dealers 
want in an electric cleaner. 

2. Constantly studying wartime de- 
velopments in materials, design and 
engineering. 


When you get your first Hoover Cleaners 


of the postwar period they will look like 
Hoovers, they will act like Hoovers, they 
will de Hoovers. 

They will be the kind of cleaners deal- 
ers and housewives want, and like the 
6,000,000 Hoovers that preceded them, 
they will continue to be the leader in 
the field. . 

Certainly, you will find them improved 
in appearance and efficiency and refined 
in detail. 

But we promise you this—there won’t 





e 99 > 
* 


be any “what sort of animal is that?” 
when the postwar Hoovers are here. 
And you can be sure of this, too. Just 
as Hoover was foresighted in converting 
to war production, Hoover laid aside 
its peacetime production equipment 
in a manner that will allow fast recon- 
version and the production of new 
Hoovers promptly when the time comes. 


THE Hoover Company 
North Canton, Ohio Hamilton, Ontario, Canada 
Perivale, Greenford, Middlesex, England 


THE HOOVE 


(fF BEATS...AS IT 
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AS MODERN AS AT HOME 


At war, code messages flash between advanced 
posts and control centers. For speed and accu- 
racy, teletypes are used, their vital electric power 
supplied by gasoline engine-driven generators. 
Another of the hundreds of uses for the hundreds 
of thousands of dependable Briggs & Stratton 
4-cycle, air-cooled gasoline engines now serving 
our armed forces, 


Our experience gained in meeting new 
production highs—and, at the same time, 
constantly maintaining Briggs & Stratton 

standards for precision, quality, durabil- 

ity and economy—will be equally import- 

‘ ant and advantageous when we again 
resume peacetime production. 

Our customers, and the owners and users 
of Briggs & Stratton gasoline engines, 
will find an even “improved” service and 

a “better” product, to maintain our recog- 
nized position as builders of “the world’s 
finest air-cooled gasoline engines.” 

Can we help you now, on present war- 

time needs, or post-war planning? 

s 
“It’s powered right — 
when it’s powered by 
Briggs & Stratton.” 


BRIGGS & STRATTON CorRpP. 
MILWAUKEE 1, WIS., U, S. A. 


ENLIST YOUR DOLLARS 
BUY WAR BONDS 
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St. Charles Has 
Post-War Plan _ 


The St. Charles Mfg. Co., manu- 
facturers of steel kitchén cabinets, 
have announced a new plan to ease 
the post-war rush for deliveries 
when production is once more re- 
sumed. It is called the “V-Day De- 
livery Preference Plan” and it pro- 
vides for dealers taking orders for 
kitchens now and helping the custo- 
mer plan, in order that no delay will 
be encountered after the war. Orders 
may be cancelled, if necessary, up to 
30 days prior to start of production. 


How the Plan Works 


The plan works as follows: 

1. A delivery preference certificate 
will be attached to all orders placed 
on regular terms, providing for down 
payment of 10 percent. Cost of 
kitchen is figured on pre-war basis. 
Orders will be filled in accordance 
with preference numbers. 

2. Terms call for payment upon de- 
livery and installation. To aid in ac- 
cumulating the funds, the company 
recommends the purchase of war 
bonds, and gives the customer a con- 
tainer to hold them. When the bonds 
are cashed, payment made, the cus- 
tomer gets a two percent cash saving. 

3. Additional payments may be 
made direct and the full discount of 
two percent will be paid. Payments 
so made will be invested by the com- 
pany in government securities. 

4, Reservation orders, without down 
payment, will be accepted but given 
a preference number of a separate 
series, ranking after first preference 
series. None of the latter orders wil! 
be started until the 10 percent down 
payment is made. 


Timken Service 
Schools Success 


Timing them just before the first 
cold weather and the beginning of a 
new service season, Timken Silent 
Automatic conducted a series of 47 
service schools for its dealers and 
their salesmen during the period of 
August 1 to September 1, the third 
series conducted by the company 
since the beginning of the war. 

The schools, generally of a day’s 
duration, were held at centrally lo- 
cated points throughout the East and 
Middle West and were conducted by 
Timken field service men under the 
direction of F. M. Jordan, national 
service manager. 

Although primarily intended as a 
“refresher” course for veteran service 
men, several sections of the course 
were devoted to oil heating funda- 
mentals for the benefit of the numer- 
ous newly-employed mechanics in at- 
tendance at the schools. 


Set Rates For 
Oil Burner Repairs 


Charges for repair and maintenance 
of oil burners have been established 
by the Office of Price Administration 
for dealers who have not complied 
with requirements to file their March, 
1942, prices. In cities of 500,000 popu- 
lation or more the maximum is to be 
$2.50 for the first hour and $1.75 for 
each additional hour. 


OCTOBER, 1943—ELECTRICAL MERCHANDISING 


Eureka Reports a 
$444,496 Net Pro 


Eureka Vacuum Cleaner Co, } 
net profit of $444,496 for the 
year ended July 31, 1943, after prow. 
ing $170,000 for taxes, H. W. Bus 
president, reported in the annual 
ment mailed to stockholders 
The profit was equivalent to $1.9] pe 
share. 

This compares with a profit of 
842, later reduced to $376,842 by 
negotiation, for the preceding year, jy 
said. 

Shipment of war products were 3% 
per cent greater for the year ende 
July 31 than for the preceding yey, 
Burritt reported, and orders already 
on hand for delivery during the 194 
fiscal year exceed the sales for th 
entire 1943 fiscal year. 

Sales of $7,211,828 for the 1943 
cal year compare with $3,847312 
which was the largest peacetime yo. 
ume year in the preceding decade, fe 
said. 

At the end of the fiscal year, cur 
rent assets exceeded by $1,351,847 th 
total of current liabilities, marking a 
increase of $447,324 in net working 
capital during the year. 

“In view of the earnings and th 
improvement in the working capital’ 
Burritt reported, “the directors ay 
thorized dividends during the yea 
and an aggregate of 35¢ a share wa 
paid.” 

While the company’s manufactur. 
ing facilities have been devoted 
wholly to the war effort, Burritt 
pointed out that satisfactory servicing 
of Eureka cleaners in the hands of the 
public has been maintained through 
distributors, dealers and factory serv 
ice. branches. 
















Westinghouse Supply 
Promotes B. S. Manuel 


Burrell S. Manuel, Southern Cali 
fornia district manager of the West 
inghouse Electric Supply Company, 
has been elected vice-president of the 
company by its board of directors. 

Born in Hannibal, Missouri, his first 
experience in the electrical industry 
was with the Mountain Electric Com- 
pany, Denver. After three years, he 
joined the Westinghouse Electric & 
Manufacturing “ Company, Denver, 
and in 1918 was transferred to the 
Mansfield, Ohio, plant and later to 
East Pittsburgh Headquarters 4 
manager of the appliance department. 
In 1920, he was made manager of the 
Electric Railway & Manufacturing 
Company, a Westinghouse subsidiary 
in San Francisco. This led, in 1923, 
to the sales managership of the Fobes 
Supply Company, a subsidiary of 
Westinghouse Electric Supply. I 
1927, he was again promoted to South 
ern California division manager @ 
the supply company and in Januafy, 
1938, was made Southern Californa 
district manager. 





Heller Returns to K-M 


Carson Heller, who has been @ 
leave from the Knapp-Monarth 
Company, where he was New Y 
sales representative, has left the Cor 
sumers Durable Goods section of tit 
Office of Price Administration 
has rejoined his firm. 
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American women are writing a glorious new 
chapter in history—a story of bravery and 
courage. It takes bravery when there’s a 
break in the family circle. It takes courage 
to re-adjust the social and home program 
in order to take part in the many branches 
of home defense. 
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More than ever now, women appreciate 
their %M irons, toasters, food mixers, grill 
stoves, waffle irons, and other electrical 
appliances. These modern time-savers and 
home conveniences enable housewives to 
give those extra services so important to 
the war effort. 

Knapp-Monarch is proud to have had a 
part in providing those home appliances. . 
and when peace is won, and we can turn 
from wartime to peacetime production, 
nothing will be too good for these women 
who have helped preserve the American 
way of life. We promise some amazing new 
developments in #M electrical appliances. 


ct Ry; 


- 4 . al — Sette _ 
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WAR BONDS bought now will help fight 
the war, and purchase new home con- 
veniences when Victory is won. 


© ENAPP-MONARCE © 
NAPP-MONARCH CO. ¢ ” 


SAINT LOUIS af V AY 


@ Yesterday, Knapp-Monarch was building elec- We are continuing Knapp-Monarch advertising in lead- 
trical appliances to give America’s housewives finer, more ing home magazines, making sure that your future cus- 


convenient homes. Today, we are working to protect tomers do not forget the quality and desirability of #M 


those homes. Our full production is devoted to making Home ‘Appliances. Our designers, engineers and preci- 


war materials needed by the men out there who arefight- _sion craftsmen are looking ahead to the time when they 


ing to preserve the American way of life. can give you new appliances of: outstanding beauty, 


' : , ficiency and sales a 1. 
Meanwhile, you and your customers are patiently wait- cy and sales appen 


ing for the day when #M electric servants will again be gt, R®, 


available. When that day comes, Knapp-Monarch will be 


ready to serve you with increased facilities and new ex- Tm BUY MORE BONDS 


and keep them. It’s one sure 


perience gained through exacting war work. way to help win this war. 
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LEAGUE MANAGERS IN CONFERENCE—Approximately 50 managers of electrical leagues throughout the country attended 


the “eighth annual conference of the |.A.E.L., held in Cincinnati, September 16-17. All phases of the industry's present 
service and future potentials were under discussion, 


Electrical Leagues Evaluate Present 
Service and Lay Plans for Post-War 


A new form of electric league ac- 
tivity was reported to the Eighth An- 
nual Conference of the International 
Association of Electric Leagues, Cin- 
cinnati, September 16, and 17th. 

This extension of electric league 
work was a tie-in to the Home Food 
Preservation Campaign of the Red 
Cross Nutrition Council of Hennepin 
County, Minnesota, and consisted of 
lending for three months as campaign 
manager the services of A. H. Kessler, 
promotion manager, North Central 
Electrical Industries, Minneapolis. 


Cooking and Home-making 


Not only did Mr. Kessler do an 
outstanding job as campaign manager, 
but he brought back to his league work 
some valuable experience on arousing 
public interest in such important elec- 
trical industry matters as cooking and 
homemaking demonstrations. 

Said Mr. Kessler: “During the past 
three months, as campaign manager 
for the Home Food Preservation Cam- 
paign of the Red Cross Nutrition 
Council for Hennepin County, Minne- 
sota, I have had an opportunity to 
analyze and gauge the interest and at- 
tendance at Cooking and Canning 
Demonstrations conducted along the 
same lines we have used in our “after- 
the-sale” demonstrations. 

“In May, June and July, we held 
Home Canning Demonstrations in con- 
veniently located neighborhood cen- 
ters. We wanted to save women the 
time and trouble of coming down town. 
These schools started off quite well, 
with an average attendance during May 
and June of 40 per meeting. About 
mid-July, when canning in our area 
really gets under way, there was a 
gradual decline in attendance, and by 
the end of July, it was decided to drop 
that particular campaign activity. 
Something had happened! 

“The date on which we noticed the 
first decline coincided with the date on 
which we opened and publicized six 
Information Centers and five Tele- 
phone Centers through which instruc- 
tions and leaflets on home food pro- 
cessing could be obtained. What had 
happened was this: A less time-con- 
suming method of obtaining informa- 
tion had been made available to the 
public. 

“During the week of August 2, we 
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scheduled an evening canning clinic in 
cooperation with one of our large loop 
stores. Both radio and newspaper 
advertising were used to publicize this 
school. But, only 28 women attended! 
And yet, during that same week, our 
Information Centers interviewed 1,102 
women and the Telephone Centers 
handled 3,124 calls for pamphlets and 
canning helps. From the second week 
in July until the end of August, re- 
quests (and I should like to repeat it) 
requests for instruction leaflets on can- 
ning, freezing, drying and _ storing, 
totaled slightly more than 12,204. We 
knew that more than 12,000 women 
wanted information on home food 
processing methods, but they would not 
attend a demonstration to get it, 
when a less time-consuming way was 
available.” 


Panel Discussion 


Among other elements in an inter- 
esting program was a panel discussion 
by Arthur Hirose, director of Market 
Research, McCall’s Magazine, and L. 
E. Moffatt, editor, ELecrricAL MeEr- 
CHANDISING, on “Post-War Consider- 
ations of the Residential Market.” 

Although differing in their interpre- 
tation of the probable effect of some 
post-war factors, both speakers agreed 
that, assuming the existence of a favor- 
able economy resulting from sound 
planning, there was an excellent pros- 
pect for greatly increased sales of 
appliances and lighting in the estimated 
9 to 13 millions new homes that will 
be built. 

On the question of reconversion, Mr. 
Moffatt pointed out that radios and 
lamps could be made available prompt- 
ly, ranges probably in 2 to 3 months, 
and washing machines in an average of 
3 to 6 months. Electrical refrigerator 
plants will require more complete re- 
conversion and could resume on limited 
lines probably after 6 months. 

Both Mr. Moffatt and Mr. Hirose 
agreed that the first post-war produc- 
tion will be of 1942 models. 

Mr. Hirose pictured the home of the 
future as having fewer basements, 
more dual purpose rooms, more built 
in features and more labor saving 
electrical appliances. He thought the 
war might greatly reduce the. nu r 
of domestics, and also stressed the 
importance of women as post-war ap- 


pliance prospects. He stated that 
women will want their new homes fully 
mechanized and that in consequence 
they will want adequate wiring—a 
subject about which they have learned 
a great deal because of their wartime 
experience and through the nationwide 





LEAGUE HEADS—William A. Ritt (left) 
of Minneapolis is the new president of 
the |.A.E.L. He is shown with John A. 
Morrison, of Philadelphia, retiring presi- 
dent. 


program of instruction on maintenance 
of electrical service in the home. 

Mr. Hirose also stated that the vast 
existing home market will offer greater 
opportunities because of the fact that 
women will “shop” new homes and thus 
sell themselves on many types of elec- 
trical improvements. 

Other views that these speakers 
presented were that: 


1. Retail outlets to survive must do 
the job for the least cost which in their 
case is an advantageous situation be- 
cause the appliance retail dealer is 
usually a most economical operator. 
Retail distribution will have new ele- 
ments of competition. 

2. Full appliance lines will be more 
common. . 

3. The middle class group will be 
expanded and a decentralization trend, 
aided by transportation and communi- 
cations improvements, can be expected. 

4. Pre-fabricating techniques have 
been developed to a surprising degree, 
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assuring flexibility in home 
Regional prefabrication will be 
important. F.H.A. will probably tily 
a strong position in the financing bit. 
ture. The low cost of prefab; 
homes will make them attractive to the 
mass market. 

5. Standards for residential am 
quate wiring must be expanded af, 
the war. 

6. Commercial refrigerator locke; 
and home deep freeze units may bei 
considerable demand within a fg 
years. 


Current Activities 


The meeting was opened with djs 
cussions on important current actiy. 
ties which included: 

Maintenance of service and repair 
facilities, the trading post plan for a 
pliances, home economic grou, 
demonstrations, dealer counselor ser. 
ice, field survey for marketing ee. 
trical products, unity through period. 
cal meetings, wiring service to hom 
owners, merchant builders and hom 
financing agencies, educational mee. 
ings for E.M.E. groups and public re. 
lations. 

Speakers heard on the first days 
program were: 

J. Clark Chamberlain, San Diego; 
W. D. Shaler, of Pittsburgh; A. 7 
Kessler, of Minneapolis; C. H. Chris. 
tine, of St. Louis; A. E. Schanuel, of 
New York, and Sheridan Taylor, ¢ 
Philadelphia. 

Mr. Christine acted as chairman of 
the morning meeting on September 1/, 
which began with the panel discussion 
on the post-war residential market 
and was concluded by a discussion by 
R. T. King of Trenton, N. J. of “New 
Opportunities in the Post-War Com- 
merical Market.” 

Mr. King foresaw building of com- 
mercial structures for a specific busi- 
ness. He characterized wiring as the 
“bottle neck” which limits the sale o 
additional equipment and service and 
stated that it seemed to become obso- 
lete faster than anything else in a com- 
mercial building. Air conditioning wil 
‘become more general, he said, and in 
competitive lines and areas it will k 
a “must.” A vast field for lighting 
exists in the commercial market which 
was barely scratched before the wat. 
This will require a new approach 
by selling lighting to the individul 
on a direct and human interest basis 
rather than on that of engineering ani 
design. 

Widespread acceptance for th 
frozen food locker, he said, may & 
anticipated as a new commercial serr 
ice, with refrigeration and lighting i 
demand ; greater probable use of infré 
red lamps in drying, and many revolt 
tionizing applications of radio fre 
quency in commercial cooking. 

S. E. Strunk, of Cleveland, delivered 
the concluding address on “What 
Expect in the Post-War Industrial 
Market.” 


Ritt New President 


W. A. Ritt, secretary-managtt, 
North Central Electrical Industrie 
(Minneapolis) was elected president 
of L.A.E.L. for the ensuing year at ti 
business session which followed ti 
conference. Other officers el 
were: E. P. Zachman, business ma 
ager, Cincinnati Electrical Associatio, 
vice-president; Ralph Neumuller, & 
ecutive vice-president, Electrical & 
Association of New York/'ireasuttt 
O. C. Small was re-appointed sect 
tary. . 
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BRIEFLY TOLD: 


August was another big 
month for Timken service 
schools. Forty-seven were 
held at as many different 
points. 


LIFE magazine will be 
used for TSA’s Fall maga- 
zine advertising. First ad 
of series appeared in Aug- 
ust 23 issue. Thousands 
have requested their copy 
of new folder on D. Allen 
Wright’s “Victory Home,” 
featured in ad.* 


* 


Thirty-seven metropolitan 
papers, with a circulation 
of close to 16,000,000, will 
be used for Fall newspaper 
ads. Dealers’ names will be 
listed. 

* 


OPA official calls new 
Timken fuel oil rationing 
digest folder “A splendid 
contribution offering little 
possibility of improve- 
ment.” Folder was mailed 
a short time ago to all 
Timken owners.* 


* 


August issue of Timken’s 
house magazine, TIMKEN 
HEAT, now in the mails 
to TSA dealers. Filled with 
helpful hints on profitable 
wartime selling. 


* 


“How to Recondition Water 
Soaked Equipment” is title 
of new bulletin of special 
interest to dealers in low- 
lands and coastal areas. 


* 


Timken dealers have a 
new service letterhead fea- 
turing “7 Ways to Save 
Fuel, Now or Any Time.” 
One dealer writes, “Does 
a swell selling job all by 
itself.” 
* 


*We’d like to send a sample 
copy to you, also. Please write 
on your letterhead and men- 
tion this ad. 





“Well Done“ 
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ES, even if Timken field men have 

to “hoof it,’ Timken still will 
maintain close personal contact with its 
dealers. 

Personally working with dealers and 
personally helping them with their 
problems always has been the biggest 
plank in Timken’s dealer cooperation 
platform . . . always will be! 

Although there’s plenty of hard work 
involved in this, it has been made much 
easier by the built-in ability of Timken 
Products to stand up and deliver de- 
pendable performance under the most 
trying conditions. 

And — we’re proud of other things 
we're doing for and with Timken 


dealers—such things as regular territory 
service schools . . . helpful mailings to 
Timken owners . . . prompt service on 
replacement parts . . . field-tested service 
and accessories sales programs ... a new 
pocket-size service handbook . . . and a 
strong magazine and newspaper adver- 
tising campaign to keep Timken’s name 
and dealers’ names before prospects 
during the war period. 

Right now we’re planning prosperity 
for Timken dealers in the post-war era 
with an improved, expanded line of 
heating and air conditioning equip- 
ment and other new products for the 
home. Your request for information 
will receive prompt attention. 


TIMKEN S42 Ailoncile 


Quality Home Appliances—for Comfort, Convenience and Economy 
Division of THE TIMKEN-DETROIT AXLE COMPANY, Detroit 32, Michigan 
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~ CENTRALIZED PARTS JOBBER 


ONE-STOP SOURCE OF SUPPLY 


qpealer 


pber 


There is no need to go to a dozen or 
more places to buy service parts for washing 
machines. You can obtain them from the 
Appliance Parts Jobber in your vicinity . . . 
a One-Stop Source of Supply. 
It is his purpose to handle 
ample stocks of parts for all 
makes of washing machines 
in order to meet the require- 
ments of dealers in his com- 
munity. In this way you avoid 
waiting for parts an unrea- 
sonable length of time and 


70 — Jobber. 


Ay: lr Dealer 


YOU CAN BUY 

YOUR WASHING MACHINE 
PARTS --- FROM ONE 

SOURCE OF SUPPLY ... 





‘Washing Machine Manufac- 
turers are Cooperating with 
Us to Make This Possible. 


are enabled to repair your customers’ wash- 
ing machines promptly, an important consid- 
eration now that the maintenance of present 
machines is so important, and a factor that 
will hold and promote your 
customers’ goodwill. 


Save Gas . . . Save Tires 

. Save Effort and Expense 

by purchasing washing ma- 
chine repair parts from a 
Centralized Appliance Parts 


APPLIANCE PARTS JOBBERS ASSOCIATION, Inc. 


A National Organization 
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We must act to preserve wt! 











carried along toward a new and uncharted 

economy. What this new economy will be 
like will depend, to no small extent, upon what 
industry does or fails to do during the coming 
months. Time is short; in fact, we may suddenly 
find ourselves standing on the threshold of a peace 
economy with our war boots still on our feet. 

While bending every effort to win the war, we 
cannot afford to be caught unprepared for the 
peace. As Prime Minister Churchill said at Har- 
vard, we are “bound, so far as life and strength 
allow and without prejudice to our dominating 
military task, to look ahead to those days which 
will surely come, when we shall have finally beaten 
down Satan under our feet and find ourselves with 
other great Allies at once the masters and the ser- 
vants of the future.” Unless we do look ahead, 
there is danger that we may become neither the 
masters nor the servants, but merely the victims, 
of the future. 

The war has quickened our ailing economy and 
opened our eyes again to the possibilities of peace- 
time plentys But it has ‘also brought great disloca- 
tions of labor and capital; it Has led to abnormal 
patterns in prices an@ income’ distribution; and it 
has created inflationary pressures with enormous 
potential powers to:injure or to help us in the 
transition from war to peace. 

The pattern’ lifevin postwar America will be 
just what we make it. All of us will have a hand 
in shaping that pattern, but business men will 
have a special responsibility in the reconstruction. 
As employers of labor and capital and as enter- 
prisers assuming the risks of new ventures, they 
will have to plan and carry out the conversion 
from war work to full peace-time production. Be- 
cause of their key role, business men have a spe- 
cial opportunity to discover, and to help others to 
understand, the conditions which are necessary if 
they are to do their job satisfactorily. 

This is a narrow view of postwar problems but 
it is a central view, because no one condition is 
more vital to the health of the world than a high 
level of production and employment in the United 
States. We cannot hope to lead the world out of 
economic chaos if we fail to put our own house in 
order. If we fail to adjust our domestic economy, 
we may destroy Adolph Hitler; but we will not de- 
stroy the germ that breeds “Hitlers.” If we do not 
maintain the production necessary for supporting 
a large volume of imports and exports, then the 
plans .for international monetary stabilization, for 
good relations with our neighbors, for rehabilita- 
tion of stricken countries, and for strengthening 
the democratic bulwarks against dictatorship are 
all likely to come to grief. We must demonstrate 
our capacity for world leadership, or be content to 
follow the leadership of others. 

The prospects for achieving a sound and vigor- 
ous economy in the United States are not so good 
as to warrant complacency on the part of men 
genuinely interested in free enterprise and the po- 
litical freedoms incident to it. We have yet to 


L: a leaf floating downstream, ave are being 






find means to utilize our vast and abundant re- 
sources for the good of all. We have yet to learn 
how to keep men from the terrible experience of 
unemployment and the fear of want which makes 
them willing to sacrifice freedom and opportunity 
for almost any promise of security. We have yet 
to reconcile the conflicting interests of labor, agri- 
culture, and business so that they can work to- 
gether effectively. We have yet to learn how to 
check the fever of inflation and cure the palsy of 
depression. 

When we were attacked at Pearl Harbor, we re- 
alized our physical peril immediately and united 
in a tremendous common effort against the en- 
emy. The onset of economic perils is less obvious. 
No bombs will signal the deterioration of the pri- 
vate enterprise system, the extension of regimen- 
tation, the further control of business by govern- 
ment, and the concentration of political power in 
less and less responsible hands. If these things 
should befall us, they will come insidiously while 
we are preoccupied with self interests and oriented 
by popular misconceptions. If the freedoms of the 
individual shrivel as the state grows in power, it 
will be because the individual is too indifferent or 
complacent to concern himself seriously with eco- 
nomic problems. If our people are misled by false 
prophets and demagogues, it will be because busi- 
ness men did not understand economics, because 
scholars were too ignorant of practical affairs, and 
because we failed to produce economic statesmen 
of sufficient stature for the task in hand. 

Thinking is hard work. Thinking about things 
outside our personal experience, about economic 
processes that are broader and in some funda- 
mental respects different from buying and selling 
or running a business—is strenuous mental labor. 
Thinking straight about problems that are beyond 
our personal and immediate status and our pocket- 
books, thinking about problems that involve na- 
tion-wide production, nation-wide employment 
and nation-wide buying power—in other words 
the operation of our entire economic system—in- 
volves real self-discipline. Yet there is no other 
way to safeguard our freedoms. We'cannot rely on 
trial and error; tinkering takes too long; social ex- 
periments which turn out wrong can be undone 
only at great cost—if at all. If we proceed blindly, 
we shall flounder into an economic and political 
morass from which we cannot escape. 

We floundered badly all through the Thirties, 
until the war lifted us temporarily to higher 
ground. When the war boom is over, we shall be 
back floundering worse than ever unless we find a 
solid road along which to proceed. 

America has grown rich and strong under a sys- 
tem of political and economic freedom. Opportu- 
nity and the necessity of self-reliance have brought 
forth great accomplishments. The hope of profit 
and the spur of competition have urged men on 
to find new and better products, new and better 
methods, and to risk their savings in pioneer in- 
vestment. Never has a country achieved so high a 
standard of living and afforded so large an oppor- 
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tunity for the individual man and woman. It is 
not surprising that some distinguished business 
leaders, looking back over their own experience, 
tell us that everything will be all right if only 
there is “less government in business.” 

I wish the solution were as simple as that. How- 
ever this is only part of the answer. It is becoming 
increasingly clear that industrial capitalism as we 
know it contains within itself certain fundamental 
weaknesses which can lead to its destruction if 
they are not counteracted. No democracy can sur- 
vive when twenty to thirty per cent of its workers 
cannot get jobs. That happened here in the Thir- 
ties. For years on end, despite fumbling efforts at 
recovery one out of every five workers was denied 
a chance to earn a living in private business. We 
shall never again have such mass unemployment 
as occurred in the bottom of the Depression, be- 
cause the government will take it upon itself to 
create jobs if business cannot offer them. When- 
ever that happens, however, the area of private en- 
terprise will be reduced and that of government 
will be expanded—and the concentration of po- 
litical power will be increased. This is the chal- 
lenge we business men face today, and ours is the 
first opportunity at finding the solution. 

The crux of our economic problem is unem- 
ployment. Unless there are jobs for ninety to 
ninety-five per cent of those who are able and 
willing to work, there will be widespread fear and 
lack of opportunity, which will drive labor unions, 
agricultural groups, and business interests to take 
self-protective measures. Such measures are certain 
to restrict production, stifle progress, and imperil 
our democratic way of life. Not all our problems 
will automatically be solved if we learn how to 
avoid. mass unemployment, but they will at least 
then have a good chance of solution. 

And so American business men face a great re- 
sponsibility! We will have to find the answer to a 
great many momentous questions. We will have 
to delve into problems that cannot be solved by 
precedent. 

Looking backward to these times, future his- 
torians are likely to say that here we Americans 
stood at the crossroads and, consciously or not, 
made our choice between a system of private en- 
terprise and personal freedom and a system of col- 
lectivism and regimentation. 

It is particularly appropriate, therefore, as the 
problems of our time take shape and as events re- 
arrange their order and importance, to appraise 
the steps we are taking and point the way we are 
going. It is my plan to present such analyses from 
time to time to the one-and-a-half million readers 
of McGraw-Hill publications. 





President, McGraw-Hill Publishing Company, Inc, 
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Proof from ELECTRICAL MERCHANDISING 
AN OPEN LETTER 


from the 


FLORENCE STOVE COMPANY 


Gardner, Massachusetts 
ie 
te 





Mr. R. 


The Hub Furniture Company, Inc. 


E. Carter, Manager 


710 Pennsylvania Avenue 
Baltimore, Maryland 


Dear Mr. Carter: 


Thank you for your recent letter inquiring about our after-the-war 


plans on Florence Ranges and Heaters. 


During the past eight months we of the Sales Department, and the 
engineers, have been in frequent conferences and our plans are definitely 
determined. ‘They are almost exactly what you suggest. 


nn. ee. @ 


Our first job, as soon as the war ends, 
is to produce stoves and heaters as rapidly 
as possible to supply the enormous pent up 
demand. These models will incorporate 
all improvements that can be made readily. 
After that, more substantial changes will 
be made; drastic, far-reaching improve- 
ments that require careful laboratory test- 
ing and thorough proving under actual 
home conditions. 


x kek k * 


Our designers and engineers have been working on these plans as they 
could steal time from our night and day war production, and right now, 
in the drafting room, are some designs that look very good to me. As 
soon as they have progressed far enough to make it advisable, I shall be 
glad to show them to you and you will see that we have made good use 
of the valuable suggestions recently received from you and so many other 
experienced merchandisers. 


We've got our eye on both jobs; but in this case, the first shall be first 
and, come V-day, we'll be making the best stoves and heaters we 
quickly and in volume. 


can, 


Yours very truly 


FLORENCE STOVE COMPANY 
H. E. Golden 
General Sales Manager 


HEG:JC 
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ELECTRIC 
RANGES © 
OILHEATERs | ® 
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GOOD NEIGHBORS—Good neighbors get together over post-war plans for distribu. 
tion and selling Universal products in Latin America, in the offices of Ralph Jugo, 
export manager of Landers, Frary & Clark. Senor M. Casado of A. Garcia & Cia, Ine,, 
New York, and Senor Miguel Mendez of Havana, Cuba, study photographs of Uni. 
versal's proposed line of products for the home after the war. 





























Westinghouse Creates New 
“Better Homes Department” 


Irving W. Clark To Head 
Company Housing Unit 


B. W. Clark, vice president in 
charge of sales, recently announced 
expansion of the housing activities of 
the Westinghouse Electric and Manu- 
facturing Co. by the creation of a 
“Better Homes Department.” 

Irving W. Clark, associated since 
1934 with the kitchen and housing 
activities at the Westinghouse Elec- 
tric Appliance Division in Mansfield, 
Ohio, was appointed manager of the 
new department. His headquarters are 
in Pittsburgh. The immediate func- 
tion of the new department, accord- 
ing to B. W. Clark, will be to 
coordinate the company’s activities in 
helping to house war workers, though 
its ultimate objective is to develop 
post-war housing markets for the con- 
tributions which electricity is making 
toward better living. 


Advisory Service Centralized 


In line with these functions, the 
Better Homes Department will pro- 
vide a centralized advisory and con- 
sultation service for architects, engi- 
neers, builders, prefabricators and 
home owners. This is an extension of 
a home planning service inaugurated 
by Westinghouse nine years ago. The 
new department will serve as a clear- 
ing house and. information center to 
report on housing equipment produc- 
tion and research carried on in sev- 
eral manufacturing divisions of the 
company. It will coordinate the com- 
pany’s production with the housing in- 
dustry’s need for such things as home 
lighting, wiring layouts, room coolers, 
electrical controls, complete kitchen 
and laundry plans and the Precipitron. 
Housing trends and the new home 
products will come in for special study 
by Mr. Clark. 


Suburban and Rural Development 


In this connection Mr. Clark pre- 
dicted that the rural and suburban 
areas, which have been lifted out of 
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IRVING W. CLARK 


the bare shelter classification by elec- 
tricity, will be developed still further. 
Electricity has enabled the workman 
to get out of the congested city areas 
and enjoy such conveniences as ade- 
quate illumination, an automatic water 
supply and electric home appliances. 
Even in the low cost homes built for 
war workers in the past few years, 
electricity has brought more comforts 
than were enjoyed by families living 
in mansions not so many years ago. 
In the home of the future, electricity 
will bring more luxurious living. 

Since the war started, Irving W. 
Clark has been assisting the govern- 
ment in developing war housing pro- 
grams. He has been manager of the 
Home Building Department of the 
Westinghouse Electric Appliance Di- 
vision since 1936. Mr. Clark is chair- 
man of the Westinghouse company- 
wide housing committee and is a di- 
rector of the Producers Council, Inc, 
a group of. building material and 
equipment manufacturers who are af- 
filiated with the American Institute 
of Architects. 





Department's Role Defined 


Mr. B. W. Clark’s announcement 
defined the responsibilities of the Bet- 
ter Homes Department as follows: 









1. To establish and develop a uni- 
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there'll be a grand new automatic 
THOR Washer for you and your 
customers...and an amazing THOR 
Automatic Gladiron that does what 


no other ironer ever did before ! 
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fied company relationship 
housing industry. ns) 

2. To develop and promote-.a.co- 
ordinated- technical service.to archi- 
tects, engineers, builders, prefabrica- 
tors and home owners including items 
such as wiring layouts, lighting sug- 
gestions and complete kitchen and 
laundry plans. 

3. To coordinate the sales and pro- 
motional programs of the various 
company divisions and subsidiaries 
manufacturing or supplying products 
adaptable to housing, into a unified 
approach to this important market. 

4. To advise and consult with the 
product divisions and. subsidiaries as 
to housing trends—their effect on 
various existing products and the need 
for new products. 


the 


with 


Norge Sees Big 
Post-War Exports 


To meet a “tremendous upsurge in 
the demand for household appliances 
all over the world” immediately after 
the war, a much larger percentage of 
American production will be required 
for the export trade than prevailed be- 
fore the war, according to Roy W. 
Gifford, vice president and assistant 
general manager of the Norge Di- 
vision of Borg-Warner Corp., who has 
just completed a survey of distributor 
reports from various countries. 

Shipments will begin just as soon 
as large scale postwar production has 
met the urgency of domestic re- 
quirements, Mr. Gifford said. He an- 
nounced also that Norge will be pre- 
pared to place specially trained men 
in the export field and that many of 
of these will be native to the countries 
which they will cover. 

He revealed that despite war and 
the U-boat menace, considerable quan- 
tities of prewar surpluses of Norge 
refrigerators and other appliances 
have been shipped continuously each 
month since the war started to non- 
belligerent countries. For example, 
the company shipped 300 units to Ice- 
land in June, he disclosed. All ship- 
ments are based on governmental al- 
locations. 

“American military infiltration and 
occupation of many countries in this 
global war is laying the groundwork 
for big markets after the war,” Mr. 
Gifford continued. “For example, the 
American occupations of northern 
Africa will ope®°an“important new 
market on a s@ale much larger than 
before the war. “Bhe people are learn- 
ing to like Ameriean ways and equip- 
ment. The same is:true of Sicily and 
will apply to others.. The need for 
replacing and equipping many thou- 
sands of homes and other property de- 
stroyed by war will be stupendous.” 


REA Meets to Discuss 
Post-war Appliances 


Quick freezing units, power irriga- 
tion equipment for farm gardens, 
cereal grinding mills for home use, egg 
coolers, milking machines, livestock 
feed grinders and pressure water sys- 
tems all have post-war possibilities on 
a farm, a planning conference of the 
Rural Electrification Administration 
declared in St. Louis in September. 

Raymond C. Smith, chairman of the 
Post-war Planning Committee of the 
Department of Agriculture, pointed 
out that one of the objectives is to 
have every farm electrified, utilizing 
the full resources of REA. 
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_ families. 


Proctor Giving War 
Bonds for Ideas 


Proctor’ Electric Co., Philadshs: 
manufacturers of irons and t 
have taken the wraps off a ney « 
paign designed for the benefit of g 
trical appliance retailers oper 
under wartime limitations, Detj, 
the plan were revealed by Rosey} 
Imhoff, vice president, last month 



































































ROSCOE E. IMHOFF 


Proctor was so impressed with ¢ 
inventiveness of retailers handicap 
by wartime restrictions in working 
ways and means to maintain their by 
ness, they felt the need for a medi 
providing for the interchange of the 
practical ideas. “War Bonds for ‘Te 
Anothers’ . . . Ideas Others Can Us 
is the central theme. 

A “Tel-Another,” as Mr. Im 
explained, is an idea or plan othe 
can use which a retailer has tried 
his own business and found to 
workable. The idea may relate 
sales, service or any other function 
the electrical appliance business, 

“Tel-Anothers” may be submitted 
a penny post card for conveniend 
For every “Tel-Another” publis 
Proctor awards the contributor a ¥ 
War Bond. Plans for aggressivd 
promoting the plan, with accent 4 
local benefits to the winning ca 
tributor, have been completed. 


Bendix Conducting 
Distributor Meetings 


Bendix Home Appliances, Inc., a 
conducting a series of regional d 
tributor meetings to-~- inform é 
tributors of the company’s fall pm 
gram. Meetings are scheduled 
Chicago, Boston, New York, Atlant 
Dallas, and the West Coast. C. \ 
Calkins, vice president, and Parker & 
Ericksen, merchandising manager, 
conducting the meetings. 

The keynote cf these Bendix 
ings incorporates a book published | 
the company to inform dealers of # 
present status of the market, 
Bendix is doing in the war effort, # 
it portrays to the dealer the pote 
tiality of the franchise for the 9 
war period. In it is a qu 
survey form designed to reflect the# 
titude of dealers with respect to ™ 
post-war period and it is reported &@ 
from these survey forms post-war & 
tribution will be determined. The s 
vey is extended also to prospect 
dealers. 

Through dealers, Bendix annoum® 
that it is conducting a coast-to-cm® 
consumer survey to determine the © 
cent of families planning to buy 
washer immediately following the ¥ 
This survey check will reach 18 
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a 
MADE GOOD! 





Many likes to be clean—and is proud 
of the fact that her clothes are always 


spic and span. 


That's because another Horton dealer 
made good—he kept faith with his cus- 
tomers by checking irreplaceable laun- 
dry equipment — repairing it when 
necessary so as to keep it working at 


peak efficiency. 


Horton urges dealers everywhere to set 
up a routine checking system. It builds 
confidence and paves the way for ' 
future sales. 


Horton employees, for excellence of 
production of war materials, have 
received the Army-Navy “E” award— 
and for investing 10% of their earn- 
ings in War Bonds they proudly fly 
the Minute Man Banner. 























FORT WAYNE, INDIANA 
MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 72 YEARS 


PAGE 62 










































} 
| 
| 
| 


BARLOW & SEELIG "E''—Col. John Slezak (left) presents "E'' flag to (left to right) 
Gordon Blank, union president, Barbara Mickle, worker, President H. A, Bumby, whik 
master of ceremonies M. A. Toussaint smiles approvingly. 


“— 
ow & Seelig 


Barlow & Seelig Mfg. Co., Ripon, 
Wis., peacetime manufacturers of 
Speed Queen washers, received the 
Army-Navy Production Award in 
ceremonies September 13th. 

Presentation of the now famous “E” 
flag was made by Col. John Slezak, 
deputy district chief, Chicago Ord- 
nance District. In accepting the award 
for the company, H. A. Bumby, presi- 
dent, said, “This “E” flag shall be a 
symbol of our continuing effort in the 
service of our country. We have seen 
our friends, our brothers, our sons, 
and many of the men from our plant 
lay aside their tools and join the finest 
Army and Navy in the world. We at 
3arlow & Seelig are very proud to 
stand shoulder to shoulder *with them 
in this fight for freedom. As they 
march to meet the enemy, so shall we 
march to our jobs and use our best 
efforts to satisfy their requirements for 
more and better war materials.” 

A former Speed Queen executive, 
M. A. ‘Toussaint, now vice-president 
and general manager of the American 
Ironing Machine Co., returned to 
Ripon to serve as master of ceremonies 
during the Barlow & Seelig “E” 
Award program. 

At present Barlow & Seelig is 
making 20 mm. shells, sub-assemblies 
for tanks and machine guns, airplane 
motor parts, and numerous small parts 
on sub-contract. 


oe 
Given Bar 


Distributor Starts 
Post-War Advertising 


Judson C. Burns, recently appointed 
distributor in the Philadelphia area 
for Crosley refrigerators, has begun 
to run a series of advertisements in 
the Philadelphia Evening Bulletin, as 
a means of “planting the seed for 
post-war business,” according to R. A. 
Sholl, vice-president. 

Mr. Sholl points out that in the 
spring of 1941 a great amount of 
newspaper space was devoted to com- 
petitive brand refrigerator advertising. 
By December of that year, he declares, 
the only advertiser still using space 
was Judson C. Burns, which continued 
to advertise until early 1942 when 
refrigerator stocks were frozen. In 
1943 the company started advertising 


commercial refrigeration to war 
plants, hospitals and _ institutions. 
Through this constant advertising, 


Mr. Sholl said, the company had kept 
markets open for dealers and enjoyed 
a fairly good volume of business. 

The present space devoted to do- 
mestic refrigerators will receive un- 
usual attention at this time, Mr. Sholl 
believes, for the 635,000 readers of the 
Bulletin have seen none for nearly 
two years. At the same time it will let 
35,000 Crosley refrigerator users in 
metropolitan Philadelphia know where 
they may turn for service. 


Eureka Triples 
War Production 


An increase of over 330 per cent in 
war production was reported for the 
Eureka Vacuum Cleaner Co. for the 
year ending July 3lst, it was an- 
nounced recently by H. W. Burritt, 
president, and schedules for the next 
twelve months call for a continued 
increase. 

“Our war output has_ increased 
steadily since October 1941 when we 
started making gas masks for the 
Army,” Burritt said, “and since our 
plant facilities were completely con- 
verted to war work in March 1942, 
we have been awarded new contracts 
for a growing amount of other essen- 
tial equipment for the armed forces.” 

“In addition to the manufacture of 
gas masks, high-precision electric 
motors for bomber and fighter air- 
planes, and light-weight signalling 
pistols and,dischargers, the company 
is starting production on several new 
items developed and designed by Eu- 
reka in cooperation with Army and 
Navy engineers,” Burritt said. 

While the company is concentrating 
on all-out war work, Burritt said that 
detailed plans have been completed for 
the same quick conversion to the out- 
put of vacuum cleaners and other 
consumer goods, as soon as govern- 
ment regulations permit, as was ac- 
complished in conversion to war goods. 


Rubber Gaskets Back in 
Coffee Makers 


Due to the improved rubber situa- 
tion, the Cory Glass Coffee Brewer 
Company, Chicago, reports that it has 
been able to resume production of 
models equipped with reprocessed rub- 
ber bushings. More than a year ago 
these were displaced, and ground glass 
contacts used. 
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Nay Right and the Opportunity of every 
Individual to shape his own life, to use his 
initiative and ingenuity, and to reap the rewards 
of his courage and enterprise — these are fore- 
most among the things which havé made America 
outstanding among the nations of the world. 


To keep alive the driving power of these in- 
centives and the right of self-determination — 
the very foundation of our way of life—millions 
of Americans have again taken up arms. Theirs 
is the job to assert on far-flung battlefields that 
America shall REMAIN a nation of FREE men. 


We at home are equally determined to main- ° 


* Buy War Bonds * 


NESCO 


SAMPLES DISPLAYED AT 
1462 MERCHANDISE MART, CHICAGO 
200 Sth AVE., NEW YORK 





TO FIGHT FOR A RI 


iT 


at 


tain this fundamental difference between Amer- 
ica and other countries. We are determined — 
every one of us—to guard and strengthen 
FREEDOM with such unity and clarity of pur- 
pose that America will continue to be the “Land 
of Opportunity,” with the road wide open for 
Individual Ability and Enterprise. 


NATIONAL ENAMELING AND 
STAMPING COMPANY 
EXECUTIVE OFFICE: MILWAUKEE 1, WIS. 





© Electric Roasters and Casseroles © Oi! Stoves 
and Ranges @ Circulating and Portable Oil 
Heaters @ Portable Ovens @ Galvanized Ware 
@ Baking Tinware © Decorated and Litho- 
graphed Ware @ Enameled Ware © Radiator 
Covers @ Lunch Boxes @ Dairy Supplies © 
Steel Drums. 





























NEW POSITIONS OF THE MONTH | 










Frigidaire Eureka 


| Announcement is made by P. M. Gray H. Bernard has been appg m , 
Bratten, general sales manager, Frig- works a of the — Vacy 
idai ivisi leaner Co., it was announced recently 
THAT WILL BE THE ALL- daire Division, General Motors Corp, C » ity 
coe i f H. F. Lehman by H. W. Burritt, president. 
SIGNAL FOR CONSUMER | of the appointment of H. F. L , 


BUYING IN A FREE AMERICA 

























































H. F. LEHMAN G. H. BERNARD 


as assistant general sales manager in Bernard was manufacturing man- 
charge of Appliance and Commercial ager of the flying boat division of 
Sales and Service Departments, and Nash-Kelvinator, where he started six 
L. A. Clark as assistant general sales years ago as assistant to the vice presi- 
manager responsible for all advertis- dent of the company. He was pre- 
ing, sales promotion, training and viously factory manager for Oldsmo- Be 
bile, and manager of Delco Remy’s 


~ infc 
merican industry is awake to | plant No. 2. " ; TIM 
iss The Eureka company’s production 
the danger of an industrial “Pearl facilities are entirely engaged in man- Get 
Harbor” when the war ends unless | ufacturing - masks, light-weight ing 
| signalling devices, and precision elec- of 
it plans for peacetime needs while tric motors for aircraft and machine- on 
/ } guns, and other war materials for the 
it produces war materials. “a ] 
Army and Navy. 
of 
This does not indicate the slight- = 
est slowing-up of the war effort. It uin 
has long been the habit of leaders International Nickel tize 
é ° ° € 
in free American industry to plan Appointment of T. H. Wickenden V7 
: 2 as manager of the Development and §° 
for tomorrow's needs while produc- Research Division of the International im 





Nickel Co, and H. J. French as as- the 
sistant manager is announced by 
LEE A. CLARK Robert C. Stanley, president. 

Mr. Wickenden, who has been as- 
sistant manager of the Division since Th 
1931, succeeds the late Albion James fur 
Wadhams. He is well known in engi- 
neering circles in the automotive in- 
dustry, having been in charge of engi- mi 


ing today’s merchandise. 


Youngstown Pressed Steel is on | 
the job with the definite ides of other related activities. Mr. Lehman 
getting its distributors and dealers formerly was manager of the Frigid- 
aire Commercial and Air Condition- 


back into business at the earliest | ing Sales Division and Mr. Clark's 


possible moment with the best pos- former position was advertising and neering at Studebaker’s South Bend th 
sible product. | sales planning manager. plant from 1913 to 1920. Mr. Wicken- Ec 
den worked with Chrysler engineering uy 
: ' group and specified the materials im 
An ineansive senty a VORERSS- the first Chrysler car. He joined In- w 
TOWN KITCHENS in actual use . : ternational Nickel in 1922 when he di 
Schick Service, Inc. was placed in charge of developments su 
has revealed opportunities for the Th me L&R EC in the automobile field for the De . 
- € appointment of R. E. Company New 
addition of many features, and these as general manager of Schick Service, a gaat and Research Dept. at Ne le 





will be put into the post-war pro- Inc. to direct the operations of thirty- Mr. French is temporarily serving 
/ seven service stations, was announced in the Steel Division of the War Pro- 
duction schedule as fast as the time recently by K. C. Gifford, Schick ection Board in: Washingtoo, D. @ . 
Sucts — rae . : president. H : £ Alloy Steel 
qeamy proces element will permit. 2d e has been in charge of / oy Stet 
ee eae Lg oe bw saiegiinun ee. — bn Development in International Nickel’s 0 
ee ty) z , Inc. w Parca 
YOUNGSTOWN PRESSED STEEL Division of MULLINS MANUFACTURING CORP. organization of Edises, Inc. which was Development and Research Division at Jv 
: . - New York since 1932. E 
WARREN, OHIO for Schick Incorporated. He was in b 


charge of sales and service for the 
by Northwest territory until 1939 when 
the Edises organization was taken 

over by Schick Incorporated. Mr. Frykman to Porter Electric Co. 


Company continued with the Schick 
organization and was made district Foster M. Frykman, formerly chief 
sales supervisor of that territory. He electrical inspector of Minneapolis, 
2 IT’S 0 U R WA Re LET’ S FIGHT IT NOW >. 4 has made his headquarters at Seattle has joined forces with the Porter Elec- 
but will now move to the company’s tric Co., of Minneapolis, as a sales 
office in Stamford, Conn. manager. 
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Here’s another 


WARTIME HELP FOR 
FRIGIDAIRE DEALERS 


New General Motors Motion Picture 


‘‘How to Get the Most out of 


Your Refrigerator’’ 


Because of the keen interest shown in the 
information provided in Frigidaire’s waR- 
TIME SUGGESTIONS booklet and advertising, 
General Motors has made available a talk- 
ing picture which dramatizes the technique 
of carrying out many tips on refrigerator 
care, food storage and food preparation. 
Requests for more than 6,000,000 copies 
of the WARTIME SUGGESTIONS booklet are 
ample testimony that this story is of gen- 
uine interest to homemakers. Now drama- 
tized in motion picture form, it’s another 
means of helping Frigidaire dealers build 
good will in their communities. Equally 
important, it’s an added way of keeping 
their names before postwar prospects. 


Authentic information 


This instructive film is based on material 
furnished by editors of leading women’s 
service magazines and reviewed by govern- 
ment authorities...and was prepared under 
the technical direction of Frigidaire’s Home 
Economists and Service Specialists. Close- 
ups show what to put in a refrigerator and 
what to leave out. How best to store 
different kinds of foods. Meat-keeping 
suggestions. Ways to combat food waste. 
Wartime recipes. Meeting service prob- 
lems. And many other practical suggestions. 


How dealers benefit 


Since the information given in this film is 
of such vital interest to every housewife as 
well as to Home Economists and Home 
Economics Students, Frigidaire dealers have 
been quick to grasp this new opportunity 
to render a genuinely helpful service. Many 


For Excellence 


in War Production 


who have suitable facilities are arranging 
for special showings. Others are making 
the film available for showings by a wide 
variety of interested groups—Home Econ- 
omists’ Instruction Classes and Cooking 
Schools, Women’s Clubs, Red Cross Units, 
Civilian Defense Organizations, Parent- 
Teachers’ Associations, and many others. 


FREE booklet for film audiences 


To provide film audi- 
ences with an ideal 
printed record of what 
they saw in the motion 
picture, copies of Frigid- 
aire’s popular 36-page 
WARTIME SUGGESTIONS 
booklet are available 
withoutcharge for distri- 
bution at film showings. 








FILM FACTS 

A 16-mm. sound motion picture, 30 
minutes in length 

A visual “Wartime Refrigeration Cook- 
ing School” 

Designed for showing to such groups as: 
Home Economists’ Instruction Classes 
and Cooking Schools 
Women’s Clubs Red Cross Units 
Civilian Defense Meetings 
High School and College 
Home Economics Classes 
Parent-Teachers’ and 4-H Club Meetings 


Contains no advertising 
Offered free—no rental charge 


NOTE: Inquiries regarding booking of 
this film should be addressed to Depart- 
ment of Public Relations,General Motors 
Corporation, 1775 Broadway, New York 
City, or 405 Montgomery Street, San 
Francisco. 











Listen to GENERAL MOTORS SYMPHONY OF THE AIR; Sunday afternoons, NBC Network 


FRIGIDAIRE Division of GENERAL MOTORS 


Peacetime builders of Home Appliances, Commercial Refrigeration, Air Conditioners 
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Buy more War 
Bonds for Victory 











































Io one can say when these two 
products will again take their 
places in the kitchens of America. 
But this can be said with all the 
certainty in the world—when this 
war is won, millions of American 
housewives are going to seek per- 
manent freedom from kitchen 
cares. They are going to want, as 
never before, the products that will 
assure this freedom . . . that will 
improve the efficiency of their work 
and the quality of their meals. 


THESE TWO KITCHENAIDS 
FIT THAT POSTWAR PICTURE 
The KitchenAid Mixer will appeal 


particularly to those who know that 
the performance of any appliance 

















































really begins with power. The K-A 
Mixer is especially rugged, strong, 
powerful. It is built for service—and 
to perform more kitchen chores 
than any other household mixer. 


The KitchenAid Coffee Mill will 
take up its sensational sales career 
where it left off on December 7, 
1941. America is coffee conscious. 
Millions fully understand how this 
mill saves coffee cost, yet assures 
the freshest, finest cup of coffee 
that money can buy. 


This, as we say, is in the future. 
But many of your thoughts and 
plans are in the future, too. As you 
consider your plans for peace, 
remember these two aids to kitchen 
freedom. 


KITCHENAID 


MIXERS /im COFFEE MILLS 


The Hobart Manufacturing Co., KitchenAid Division, Troy, Ohio 
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Westinghouse 


Election of Gwilym A.° Price, of 
Pittsburgh, as a vice president of the 
Westinghouse Electric and Mfg. Co., 
Pittsburgh, was announced recently by 
A. W. Robertson, chairman of West- 
inghouse. 

Mr. Price was formerly president of 
the Peoples-Pittsburgh Trust Co. At 
Westinghouse, his responsibilities will 
include settlement of war contracts. 





GWILYM A. PRICE 


The appointment of Thomas I. Phil- 
lips, vice president of Westinghouse, 
as head of the company’s Pittsburgh 
Divisions was also announced by 
George H. Bucher, president. Mr. 
Phillips, who started with Westing- 
house in 1915 as a tool maker, suc- 
ceeded A. C. Streamer who was named 
assistant to the president with head- 
quarters in Pittsburgh. 


Clinton Brown 


Clinton Brown has been appointed 
an account executive on the staff of 
Jos. W. Hicks, public relations and 
industrial relations counsel, 333 North 
Michigan Ave., Chicago, according to 
a recent announcement. 


- 
“ 





CLINTON BROWN 


For the past 15 years, Mr. Brown 
has served as publicity and publica- 
tions director, also directing sales 
campaigns and sales training for Hot- 
point. He has resigned that affiliation 
to join the staff of the Hicks organ- 
ization. 


Westinghouse Supply Company 


Appointment of David M. Salsbury 
as general manager of the Westing- 
house Electric Supply Co., has been 
announced by Walter Williamson, ex- 
ecutive vice president. Since January, 
1939, Mr. Salsbury has been manager 
of the company’s North Pacific dis- 
trict, with headquarters at Seattle, 
Wash. 
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Osi 
At the same time, Mr. Willen. 
announced the appointment of Wim 
M. Jewell, formerly acting 
at Detroit and manager at San 
cisco, as district manager at Seatte 
and appointment of John H, Fisher a 
Middle Atlantic district manager with 
headquarters at Philadelphia, i 


Landers, Frary & Clark 


Landers, Frary & Clark, electrical gy, 
pliance and housewares ma hure 
have announced the appointment of 
liam J. Cashman as director of promot, 
and publicity. 

Born in Salem, Mass. Mr, me: 
received his elementary and high sey 
education in Asbury Park, N, J, 
1924 he entered Brown University whe 
he specialized in marketing, graduatiny 
with a B.A. Degree in 1928. He imm 
diately entered the employ of the 
ciated Gas and Electric System wher 
he successively held the positions of ¢j 
trict sales manager and division prom 
tion manager and manager of public 
lations. 


































W. J. CASHMAN 








In 1931, when legislative pressure it 
the country was directed at utility ani 
chain store merchandising, he collabo 
rated in the development of the first sue 
cessful cooperative merchandising pla 
for utility companies, and was presente 
with the Davidson Award given by th 
electrical industry for outstanding mer 
chandising achievement. 

In 1934 he resigned from the utility 
system to become refrigeration sale 
manager for Landers, Frary & Clark. lt 
1937 he was made sales manager of th 
Electric Range Division, and in 19381 
was advanced to the position of salé 
promotion manager for the entire line d 
household products manufactured by th 
concern. 

In his new position Mr. Cashman wil 
have full charge of all research, promr 
tion and publicity for the company. He 
has just completed the “U PLAN FOR 
V DAY,” a program aimed at dealer 
consumer post-war planning. 


lowa-lilinois G. & E. Co. 


John M. Hollingsworth has beet 
appointed manager of the newly of 
ganized sales promotion department 
the Iowa-Illinois Gas and Electric @ 
whose headquarters are in Rock I+ 
land, Illinois. Announcement was 
made recently. by John V. McKinney, 
president of the company. 

A member of the United Light and 
Power Service Company organizatioi 
in the capacity of advertising manage 
since 1929, Hollingsworth will have 
charge of all sales promotion and at 
vertising activities of the Iowa-IIlinois 
‘Gas and Electric group. 


t 
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“WHERE, OH WHERE, 


piD MY BEWDix GO? 


WHERE, OH ne 
cAN IT BE-E-E-E ? 


1's WASHING CLOTHES 


IN A U.S.O. 
fOR SOLDIERS IN- 
STEAD OF FOR ME!” 


P ° 





QUEER, isnt it— 
















in a USO ‘somewhere in Alaska’ to 
the 55 on duty at the Maritime Train- 





This gal in the Bendix Home Laundry 
ads laments the loss of her Bendix but seems 
surprisingly light-hearted about it. That’s 
because she found out that many a Bendix 
she might have bought, had she inquired 


ing Station, Sheepshead Bay, N. Y. 
Many are serving with the Army and 
the Fleet. Not doing a fighting job, of 
course, but washing, rinsing and 


earlier, is serving Uncle Sam. 


“They're scattered far and wide,” she 
says in Life for October 4, Saturday 
Evening Post for October 30, McCall’s 
for November and Better Homes and 
Gardens for November, “from this one 


BENDIX HOME APPLIANCES, INC. 


damp-drying fighting clothes at the 


turn of a single dial.” 

Reading what this gal has to say about the 
Bendix Home Laundry she couldn’t get will 
leave a whale of a lot of people in a favorable 
frame of mind about the Bendix they can’t 
get until the factory re-converts from war work. 


SOUTH BEND, INDIANA 


The people who pioneered and perfected the Automatic “‘Washer” 


ELECTRICAL MERCHANDISING—OCTOBER, 


1943 


And that’s where you come in, for it’s a fore- 
gone conclusion that the post-war demand 
will be for automatic “‘washers’’—with the 
Bendix principle the only one proved by years 
of successful service outside the laboratory. 


This advertisement does not imply endorsement of our product 
by the Army, the Navy or the USO 
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Get it Fast! 
specify 


AIR EXPRESS 








F you want your orders shipped fastest way, be sure to 
[ specify “ship AIR EXPRESS’ ’"—because general instructions 
such as “urgent” and “rush” may be misinterpreted by 
the shipper. 


(nd it’s especially important to specify ain EXPREss if your 
shipment is vital to a war job, because it saves something 
like 75% of the hours and days consumed over the next 
fastest means of shipping. This 3-mile-a-minute service is 
available direct to more than 350 U.S. cities and to scores 
of foreign countries. 


AIR EXPRESS RATES REDUCED 


\s a result of the great volume of Air Express traffic created 
by wartime demands and the increased efficiency developed 
to satisfy these demands... Air Express rates within the 
United States have been substantially reduced, in some 
instances as much as 12'%%, depending on the weight of the 
shipment and the distance it moves. Consequently, shippers 
nationwide now save an average of 102% on air cargo costs. 

NOTE TO SHIPPERS: Ship Early —as soon as shipment 

is ready —to assure fastest delivery. Pack Compactly 

—to conserve valuable space. 

ASK for our new 1943-44 CALENDAR-BLOTTER. Write 

Dept. PR-11, Railway Express Agency, 230 Park 
Avenue, New York 17, N. Y. 














Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 
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“The 
Guiding lights of the Appliance Parts Jobbers Association—Louis M. Pearsoll gf chanical 


Cleveland (past president), W. L. Cloutier, secy-treas., Detroit, and President Russell )§ and dis 
Jones of Harrisburg, Pa. barking 
tion Pp! 
presidet 


° Associa 
Appliance Parts Jobbers mg 
t tives it 
Weekend in Chicago >< 

drive v 
dustry. 
In a world where repair men are inating his hundreds of small orders — tion’s 
working madly to keep the country’s and can concentrate on large orders to § to save 


18,000,000 washers supplying the distributors only. as wel 
country with clean clothes, at a time 2. The manufacturer, by separating § Mr. M 
when army, navy and war plant de- his product distribution from his parts 

mands are breaking down commercial jobbers, can serve the community and 1, 


laundries, any of the 40 members of surrounding territory better, because - 
the Appliance Parts Jobbers Associa- the parts jobber will have not only an Up 
tion could say to the secretary and adequate stock but a very complete there 1 


treasurer, W. L. (Bill) Cloutier, stock at all times. coal , 
“Gee, I have so much business now 3. A complex job of handling in which 

I can’t take care of it. Why go to’ warranty parts can be more completely volum 
Chicago Sept. 25-26 for a meeting?” solved by the parts jobber. impor 
Nevertheless the 40 did pack their 4. The dealer has the advantage of | ™@"P 
toothbrushes and go to Chicago for being able to go to one place for parts | ** th 
the weekend because they were inter- for all the machines that are on his | ™ the 
ested in the long haul aspects.that face floor for repair. over | 
jobbers of washing machine parts. A catalog committee related the stokes 
progress that has been made in the om 

Points Brought Out issuance of standardization of a umi- = 

form appliance parts catalog. The gov- Was 


Hammered home Russell D. Jones, 
of the Refrigeration Supply Co., Har- 
risburg, Pa., were these points: 


ernment relations committee told of its Prodt 

findings and a manufacturers rela- “pe 

tions committee had its report to 
1. By cooperating with a parts job- make. 

ber the manufacturer will decrease Similar to the National Refrigera- 

his costs of parts operation by elim- tion Supply Jobbers Association, which 


plants 
than . 
instru 
regiot 
the st 
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that | 
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Up to their necks in work, nevertheless the 40 members turned up in Chicago for 
weekend meeting. Headquarters of the Association is the Dime Bank Bldg., 
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refrigeration parts, the Ap- been sent by the stoker manufacturers 

liance Parts Jobbers Association en- to their dealer and distributor organi- 
= to confine its activities to ations indicating clearly the types of 
— rts, although there is not installations which will be approved 
washer ar oping in all fields. and the conditions under which ap- 
auch overieppme proval will be granted. 


supply 





Association Officers 


Wilfred L. Cloutier of Detroit is 
secretary-treasurer of the A.P.J.A. 


11 D. Jones of Harrisburg, Pa., ee 
Feresident ; Charles E. Sundberg of No Tubes or Batteries: 


Chicago is first vice president, and 28% Farm Radios Out 


rles E. Fish, Youngstown, Ohio, 4 
pall vice-president. On the board Of Service 


of directors are Gordon H. Adler of 
Detroit, Nedford K. Mason of Co- 
jumbus, William A. Schwefel of Mil- 
waukee, Louis M. Pearsoll of Cleve- 
land and Carl Ruegg of Omaha. 













That 28 percent of the farm radio 
sets in Minnesota are not in working 
order is the data just gleaned from a 
survey recently completed by the 
Northwest Daily Press Association. 
Five per cent of the farmers living on 
rural routes in the trade areas of non- 
metropolitan dailies were sampled to 
get this information. 


































Stoker Makers Join 


Conservation Drive Fully 95 percent of the 1,589 farm- 
“The nation’s manufacturers of me- TS in Minnesota who returned the 


earsoll gf chanical coal stokers and their dealer questionnaire declared they owned a 
Russell .§ and distributor organizations are em- radio and 56 percent of them were 
barking on an all-out fuel conserva- operated with batteries. Of these 28 
tion program,” J. M. McClintock, percent state their radios were not in 
president of the Stoker Manufacturers’ working order. Some 80 percent 
Association, announced following a needed new batteries and 20 percent 
recent meeting of the industry’s execu. new tubes. 

tives in Chicago, at which time de- In South Dakota 97 percent of 823 
tails of the national fuel conservation farmers answered and of these 77 per- 
drive were revealed to the stoker in- cent said their sets were operated with 







a 
L “One thing I’ve learned about a 
plane is this: there’s a metal, Monel, 
that’s used in a lot of special extra tough 
spots—and yet never shows a speck of 


rust... 

dustry. “This is a part of the na- batteries. Thirty percent were out of : 
| orders | tion’s overall conservation campaign order because 93 percent needed new 
rders tp § to save fuel, labor, and transportation, batteries and 7 percent needed new 

as well as other critical materials,”  tyhes. 
parating § Mr. McClintock said. Virtually all or 99 percent of 835 oad 
is parts farmers in North Dakota reporting er Se pea 
nity and 1,000,000 Stokers Installed had radios, but 36 percent were not = 
because in good working order; 90 percent 7 


onl “Up to the first of the year 1943, 
y au : ‘ 

complete there were in operation about 1,000,000 
coal stokers in the United States 


needed new batteries; 10 percent new 
tubes. Fully 85 percent of North 





ling in which were already saving a huge ee sors ee t 7 wees ‘ , 
npletely volume of fuel, as well as. effecting 4 econsin hia ‘e “I’ve seen Monel stay just as bright 
7 important savings in transportation and from 405 farmers, 92 percent of whom and shiny in boats...where it really 
stage of | Manpower. Added to these stokers = pen coer ge ar sto ein takes a beating from sea and storm... 
or parts | ate the installations which were made th y a Pipe yt ires rev : 

on his | it the first eight months of 1943 when at 1/ percent of radios are not work- 


over 11,000 commercial and industrial i™&; 64 percent need batteries, and 36 
ted the | Stokers converted oil burning plants Percent new tubes. 

in the | % coal resulting in a saving of well 

a uni | Ver 10,000,000 barrels of fueloil. ; 
he gow |. “As a result of new instructions 
Id of its issued from Washington by the War 
. Production Board, stokers may now 


sort " ag and — in hand-fired U. S. Learns What 

plants to users who consume more 
frieume than 40 tons of coal annually. These Heats Houses 
1. which instructions have been issued to the 
’ regional and local offices of WPB and 
the stoker industry, in accordance with 
this policy is determined to produce 


3. “And I’ve found Mone at work in 

kitchens, and laundries, and hospitals... 
in every place where water has to be 
clean. So, it’s Monel for my hot water 
tank after the war! ...” 





Prospects of having to ration fuel 
has had the Office of Civilian Supply 
scratching among the 1940 census fig- 
a volume of business which will eventu. “Tes t° learn just actual how Ameri- 


ally mean the saving of many addi- 64" homes ate Kenton, ; 
tional millions of tons of coal annu- Out of 34,149,559 houses checked on, | 


ally. It is conservatively estimated it was learned that these were the 
that a general over-all saving in fuel fuels used: 
consumption of 20% will be achieved 


f TOMORROW’S BUYERS...the younger people who 
will be in the market for home equipment after victory... 
are learning things now they will remember later. Many of 
them, in our fighting services, are getting to know the durable 
rust-proof properties of Monel. They will be pre-sold on 
Electric Water Heaters with 
Monel Tanks for their homes. 


| 
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Pte DRE 






















by the installation of stokers in com- . No. % - Today, all new production of 
mercial and industrial hand-fired Homes Total Monel goes to our armed forces 
plants. Bituminous coal. .12,582,894 36.9 and other essential services. After 
“Most hand-fired plant owners will Wood ........++5 7,763,254 22.7 the war, it will be available for 
oe eee a the increased demand for Electric 
SU) under this ruling. But it ia still Oil ............. 3,433,245 10.1 Water Heaters with Monel Tanks. q 
Necessary for purchasers of stoker I 1,525,213 4.5 THE INTERNATIONAL 
equipment to secure permission to in- Other or none.... 390,404 = 1.1 NICKEL COMPANY, INC. 


Stall stokers by application on the é 

regular form WPB 1612, provided for It was learned that of 4,899,883 
is purpose. The essentiality of the #Partment buildings, 1,862,460 were 
t, the amount of fuel saved, the heated with bituminous coal, 1,350,008 

savings in labor and transportation, With anthracite, 712,998 with oil, 664,- 


67 Wall Street, New York 5, N. Y. 






and the size of the stoker in relation to 
annual fuel consumption of each 
Plant, are all factors which will be 
€n into consideration in the proc- 
sing of stoker applications by WPB 
d offices. 
“Specific instructions have already 
































159 with gas and 310,258 with coke. 
Fuel oil leads all fuels in popularity 
in New England, used in 46 percent 
of Rhode Island homes. Gas is most 
popular in Oklahoma and California, 
and wood is first in northern New 
England, Southern and Western states. 
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What you can do 


The best way to insure good jobs and better 
living is to create an environment favorable to 
continuous industrial progress. 


The best way to insure healthy industrial prog- 
ress is through a nation-wide understanding of 
the fact that we live better through doing more 
work in less time. 


Nation-wide understanding of that fact will 
result in laws that encourage industrial progress. 


Nation-wide understanding always will be a 
will-o-the-wisp, unless each business man does 
his share of: (1) Understanding his own respon- 
sibilities in maintaining industrial progress; 
(2) Explaining the relation between good busi- 
ness and good living to his employees and 
neighbors. 


The newspaper advertisement reprinted here is 
McGraw-Hill’s share in the job of explaining 
the source of good living. It has appeared in 
Washington, New York and Chicago, as well 
as in all McGraw-Hill publications. It is avail- 
able, for use over your own company signature, 
in your plant city. A mat, six-column size for 
newspaper reproduction, will be sent to you 
upon request. Booklet reprints are also sup- 
plied at cost ($10.00 per thousand). 





President 
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Have you ever been out of a job? 


oo 


F you have ever been out of a job, and if you 

had a wife, children and slender resources at 
the time, then the fattest paycheck will never 
quite obscure the memory of the days and nights 
you lived with fear. 


Some of that fear lingers in every man’s mind, 
for all have suffered in some degree. 


> That’ why you hear the words ‘postwar 
planning’’ so often. Americans are determined 
that, one way or another, they are going to_keep 
our thousands of factories going after the war, so 
that there will never again be a vast army of un- 
employed. 


As usual, in a democracy, there are two ens 
tirely differerit ideas as to how to make 56 million 
jobs grow after the war, where only 46 million 
existed before. 


Both kinds of people, who hold these different 
ideas, sincerely want to make the postwar world a 
better place for you to live in. They have com- 
plicated arguments, backed by lots of figures. 


But when you trim all the arguments and 
figures down, you find that one side believes in 
DIVIDING jobs to make them go round, and the 
other side believes in MULTIPLYING jobs so 
there will be greater opportunity for all. 


We believe in the MULTIPLYING plan for 
making postwar jobs and ask you to believe in 
it too. 


Look back over our history. What made us 
great? Was it rich soil? Africa’s is as rich. Was it 








McGraw-Hill Publishing Company, Inc. 


FREE MATS: If you would like to publish this ge over your own com- 
pany name, or distribute it in handy booklet form, write or wire: Research 
} Dept., McGraw-Hill Publishing Co., Inc., 330 West 42ad St., New York (18), N.Y. 














PAGE 70 OCTOBER, 1943—ELECTRICAL MERCHANDISING EL 








































natural resources? China has them in abundance. 


NO, the greatness and the good living of 
America is the direct product of her genius for 
doing more work in less time. 


Invention is the source of improvement, and 
improvement is the multiplier of jobs . . . when 
products are improved in service or style, or low- 
ered in price, new customers are attracted and 
new jobs created. 


That’s why it is true that good living has its 
source in industrial progress. 


When industrial progress is interrupted, we 
have a depression, and there is less good living. 


When (through courageous investment in new 
and better products) industrial progress is resumed, 
we go on to even higher levels of good living. 


& If every able-bodied person in America is to 
have a job, then we must all understand the things 
that make good living possible, and we must all 
help improve the methods that have given so much 
good living to so many people already. 


For businessmen, that means a constant search 
for improved methods and machines, a regular 
year-after-year investment in industrial progress. 
This means avoidance of such things as specula- 
tion in inventories that tend to create booms and 
depressions rather than consistent progress. 


For every citizen, it means a constant search) 
for the best ways and means to prevent and cure. 


depressions. 


Businessmen, alone, cannot prevent bad times. 
It’s a job for every citizen. Every American can 
help just by knowing that good living comes from 
doing more work in less time. If you, and all other 
Americans, swing on to that fact, the laws that 
control our rate of industrial progress will be 
better designed to keep the improvement engine 
running. 

That’s where government really can be helpful 
in postwar planning. 


It can encourage the ‘‘take a chance’’ spirit 
that is the basis of all progress. And it can improve 
the measures which prevent and cure depression. 


Have you ever been out of a job? (cont’d) 


At present, our laws are not framed to encourage 
investment in new and better methods. 


Many local, state and national taxes work out 
in favor of keeping an old machine, instead of 
buying a new one. 


> There are tens of thousands of machines in the 
country that are over 20 years old. Even our shiny 
new war equipment is living 3 years in one, and 
will be old when the war is over. 


Every machine should be regarded as obsolete 
as soon as it is installed and work started on a 
better one. In the long run, that is the best way to 
multiply jobs and create better living. Our laws 
should encourage the process, not discourage it. 


New machines can only be bought with the 
profits created by old machines. The money that 
is laid aside by industry to develop and buy new 
machines is called ‘‘Seed Money.’’ If laws take 
away too much of the Seed Money of business, 
that will prove disastrous. High taxes must be 
paid, but they should not destroy Seed Money, 
which is the only source of improvement. 


Tkat’s why it’s so important for everyone, no 
matter what his walk in life, to know this funda- 
mental fact: 


‘*Industrial Progress 
ts the Source of all Good Living.”’ 





THE McGRAW-HILL NETWORK 
OF INDUSTRIAL COMMUNICATION 


24 publications, which gather ‘‘war-news’’ from the ‘‘war- 
production-front’’ oe a staff of more than 153 editors and 725 
-corresp - More than 1,500,000 executives, 
Z d men a end distributors use the editorial and 
edvertising | po of these magazines to exchange ideas on war- 
production problems. 


McGRAW-HILL BOOKS 


Publishers of technical, engineering and business books for 
, and for b and industrial use. 
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This advertisement is available in handy booklet form. (Less than 100 
copies free. Larger quantities, $1.00 per 100; $10.00 per 1000.) 


McGRAW-HILL 


PUBLISHING COMPANY, INC....BOOK COMPANY, INC. 
330 WEST 42ND STREET, NEW YORK (18), N. Y. 


THE McGRAW-HILL NETWORK OF INDUSTRIAL COMMUNICATION: 
American Machinist « Air Transport ¢ Aviation « Aviation News Bus Transportation « Business Week ¢ Coal Age « Chemical & Metallurgical Engineering 
Construction Methods « Electrical Contracting « Electrical Merchandising « Eleggrical West « Electrical World « Electronics « Engineering & Mining Journal « 
E. & M. J. Metal and Mineral Markets « Engineering News-Record « Factory Management & Maintenance « Food Industries « Mill Supplies *« Power « 


Product Engineering ¢ Textile World « Wholesaler’s Salesman 
Business Publishers International Corporation, an affiliate, publishers of Busi 





and Technical Magazines for Latin America, and Overseas Circulation 
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Keep in touch with 
tomorrow... 
through Sperti 


Tomorrow is taking shape, today... 
And, in many fields, Sperti is ~ 
helping shape it. 

For beyond Sperti, Inc. are 
world-famous laboratories 
dedicated to scientific research, 
Research that made possible the 
famous Sperti Sun Lamp and 
other notable discoveries. 

From this skill and vision and 
devotion to human betterment 
will come new Sperti products 
to serve mankind... and new 
opportunities for appliance 
distributors and dealers. 


look ahead... look to 


P pert — 


RESEARCH, DEVELOPMENT, MANUFACTURING © CINCINNATI, OHIO 








Healthful Living Through 
FOODS 


FROZEN 


Y, 












right on the farm will save 
time and money for tomor- 
row’s Farm Family .. . And 
give them healthful variety 
at daily meals—farm-grown 
meats, poultry, game, vege- 
tables, fruits the year ‘round. 
Awarded 
Ben-Hur for 


Excellence in 
War Production 








(_ Joday ... BUY MORE WAR BONDS 


Remember the... 


OER: 


... FARM LOCKER PLANT... 


BEN-HUR MFG. CO. * 634 E. Keefe Ave. © Milwaukee 12, Wis. © Established 1911 





















COMPANY EARNINGS 


ZENITH RApio CoRPORATION reports 
a net profit of $1,570,927, in the fiscal 
year ending April 30, as compared 
with that of $1,637,049 the succeeding 
year. This is the picture after volun- 
tary refunds and price reductions of 
$6,995,141 on government contracts, 
$8,000,600 in additional renegotiation 
settlement refunds, $2,853,617 federal 
income excess profits and capital stock 
taxes, and $234,427 depreciation. 





A CONSOLIDATED NET PROFIT of $153,- 
272 is reported by the Utah Radio 
Products Inc., for the six months 
ended June 30th as compared with 
$72,533 for the first six months of 
1942. 


CONSOLIDATED EARNINGS of Philco 
Corporation for the first six months 
of 1943 totalled $1,526,282 or $1.11 per 
share of common stock after estimated 
federal and state incomes excess profits 
taxes and after provision for antici- 
pated voluntary price reductions and 
renegotiation of war contracts are 
made. 


NATIONAL ENAMELING & STAMPING 
Co. (Nesco) reports a profit of $325,- 
883 after charges and provision for 


| federal taxes, subject to audit, year- 





end adjustment and renegotiation of 
war contracts. This compares with a 
net profit of $150,533 for the first six 
months ended June 30, 1942. 


USES Must Check - 
Critical Job Men 


Occupational deferments for Selec- 
tive Service registrants engaged in or 
qualified to practice one of the 149 
critical occupations (including refrig- 
erator repairmen and foremen super- 
vising appliance servicemen) were 
made even more secure by instructions 
given local draft boards recently by 
National Selective Service headquar- 
ters. 


Must Consult USES 


Under the new regulation, local 
boards are ordered to refer to the 
United States Employment Service 
the case of any registrant, claimed to 
be in one of the 149 occupations, whom 
they find does not merit an occupa- 
tional deferment and whom they 
classify as 1A. Coincidental with the 
referral, boards are required to grant 
a 30-day stay of deferment, during 
which USES will investigate the case. 
If USES finds the registrant to be 
utilizing his highest skill or that he 
has since been placed in a critical oc- 
cupation in an essential industry, an 
additional 10 days will be allowed for 
employers to file on form 42 A or B 
for an occupational deferment. When 
such appeals are filed, local boards 
will be required to open the case 
and reconsider it on the basis of the 
new information. 

The extended USES control lies in 
the fact that if the local board con- 
tinues the registrant in 1A, an appeal 
will be available, and appeal boards 
may be expected to hew reasonably 
closely to the occupational deferment 
line laid down by War Manpower 
Commission. 
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In the present fuel rgency it is 


duty of every citizen to conserve 





















by all means possible. A leak of onl a 
a few drops a minut¢¥rom a hot wate ~ hos 
faucet can amount everal hundred in the 


gallons over a period of a month 
a waste of both wafer and the fud 
used to heat it. Ph 
Se 


To illustrate this fect we have de 
signed and used what is known as th 









Clark “Drip-Meter”. Held under a leak my 
faucet, it will indic in 30 second as 
the total loss over a Whirty day period thr 
in both gallons of hot;water and KWH ce 
We have on hand g limited quaniiy tor 
of “Drip-Meters” h we shall b ant 
glad to supply withdut charge tor ~ 
sponsible parties who will use them sar 
carry this message offfvel conservatior evi 
to the public. Pleas@ Fequest them » 
your company letterhead. bei 
P.S. No, we are got moking Clot "4 
heaters now — we Mire too busy o tin 
War Production. B hen the war i as: 
over we shall be glad to supply you n 
water heater needs fgain. ple 
McGRAW ELECTRIC COMPANE | 
CLARK WATER HBATER DIVISIONR be 
5201 West 65th Stree}, Chicago, Ilinei . 
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PHILCO WARTIME SERVICE PLAN—Robert F. Herr, (right), vice president in 
of service, shows Thomas A. Kennally, vice president in charge of sales, the new service 
manual which contains complete service information on all Philco refrigerator models 


in the hands of the public. 


Philco Refrigerator 
Service Manual Out 


As part of its wartime service plan 
to keep all electrical appliances in use 
as long as possible, Philco Corp. 
through its parts and service division 
is distributing to the trade a service 
manual covering all Philco refrigera- 
tors in the hands of the public, it was 
announced by Robert F. Herr, vice 
president in charge of service. The 
manual contains all information neces- 
sary to the servicing and repair of 
every refrigerator model Philco has 
produced. 

“Issuance of this manual, which is 
being made available to distributors 
and dealers, is one of the things Philco 
is doing to help its dealers in war- 
time,” Mr. Herr explained. “We have 
assembled in this one publication all 
the Philco refrigerator service infor- 
mation issued to date, and have com- 
pletely rewritten it to include the 
latest procedures, augmented by addi- 
tional instructions. The masual should 
be of help equally to the established 
service man and to the newcomer in 
the refrigerator service field.” 

While the purpose of the manual is 
to provide all Philco service personnel 
with complete service information on 
all Philco refrigerator models through 
1942, it will be noted that lengthy 
explanations have been eliminated in 
favor of short, direct statements so 
arranged and illustrated that they may 
be located quickly and easily. 


Five New G-E 
Booklets Issued 


Five new wartime homemaking 
booklets have been added to the 
Series of nine recently released by 
General Electric’s Consumers Insti- 
tute. 

_ They offer a practical course in 
improved methods of wartime home- 
Making and are part of the Institute’s 
continuing program, during which its 
Staff of research workers, home 
economists and food experts are devot- 
ing their efforts to the development 

Of various media designed to assist 
the homemaker. 

The titles of the five new booklets 
are “Home Canning Made Easy”, 
“Short Cuts to Fine Laundering”, 
Know Your Home Wiring”, “Pack 


a Lunch That Packs a Punch”, and 
“Frozen Foods—How to Prepare, 
Freeze, Package, Cook”. 

The booklets may be obtained from 
your General Electric Appliance 
Dealer or the Consumers Institute, 
Department 1 B, Bridgeport, Connec- 
ticut. 


Emerson to Train 
Radio Apprentices 


The Emerson Radio & Phonograph 
Corp. recently opened an Apprentice 
Training School under the supervision 
of Maxwell S. Symon, industrial engi- 
neer. Plans call for this school to be 
a permanent institution, according to 
Ben Abrams, president. 

Classes of twenty new employees 
and old employees who may need re- 
training, will be schooled in segregated 
groups of production, inspection, test- 
ing, etc. Some of the subjects to be 
covered in the course comprise all 
basic operations in the construction of 
communications equipment, blue-print 
reading, quality control, mechanical 
tests, use of electrical instruments and 
basic theory of radio. 


T.V.A. Group 
Build Wood Business 


A switchover from a line of ap- 
pliances has been made by the Ten- 
nessee Valley Associates of Nashville, 
to a complete line of wood products. 
Such items as Rock-a-Tot, a rocker 
with a horse design; Flying Tiger, a 
three-wheeled runabout with airplane 
design; Invader machine gun, with 
swivel mount; Swing-A-Way, a self- 
propelling swing and high chairs, 
stools, cabinets and wardrobes, door 
mats and grocery carts, along with de- 
hydrators, now take the place of metal 
items sold before the war. 


Joins Westinghouse 


Miss Cleora Ewalt, former school 
teacher and home service advisor for 
Kansas and Missouri utility companies, 
has joined the staff of the Westing- 
house Home Economics Institute at 
Mansfield, Ohio, it was recently an- 
nounced by Mrs. Julia Kiene, director. 


ELECTRICAL MERCHANDISING—OCTOBER, 1943 


charge 





keep your 
eyes on... 






> ECONOMASTER - 


The future 
belongs to those 
who prepare for it. 


Live Distributors—Write NOW! 











TOMORROW— 
Top Line Electric Heaters and 
Fans. 






TODAY AND TOMORROW— 

Happy Valley Chairs—Cinder- 
ella Step Stools—Moto-Home Util- 
ity Cabinets—Top Line Wooden 
Toys, Guns, Carts, Swings—and 
the Top Line Home Dehydrator. 


Buy War Bonds today see 


Top Line Appliances tomorrow! 
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W-h-o-o-s-h—the new 
2-3-4 cup VACULA-. 
TORS will move off 
your counters just like 
thot! It's a “‘natu- 
rol’ — the | out of 
100 that's the right 
size, at the right 
price, with the right 
profits. Here's the 
perfect combination 
—quality and price, 
blended together to 
make the ol' cash 


Subcontracts Give 
British Dealers Revenue 


Because building has been entirely 
stopped, house and luxury fittings and 
wiring entirely banned, and labor and 
materials conserved solely for indus- 
trial or national importance jobs, and 
electrical equipment has almost com- 
pletely disappeared, the British dealer 
with his service department is turn- 
ing to manufacture of “bits and pieces” 
to turn an honest penny, according to 
Electrical Appliances and Contracting 
of Canada. 

Called “assisted subcontracting,” the 
scheme has been sponsored by one 
large electrical manufacturing com- 
pany. In essence it goes on the theory 





This announcement is not to be construed as an offer to sell or as an offer to buy the securities herein mentioned, 
The offering is made only by the prospectus, 


175,000 Shares 


Emerson Radio & Phonograph 
Corporation 


Capital Stock 


$5 Par Value 


register sing loud and long during the 
months to come. If it's business you're 
owantin', then better really load up on the— 


2-3-4 cuP 


that anybody with some manhours to 
dispose of, plus a minimum of ma- 
chinery, can turn out simple pieces of 
equipment. because 

For example, a jeweler in a country manpow 
town undertook to construct certain 
meter parts and soon had a flourish- a inal G 
ing wartime business employing 150 
girls. 


other f 
Price $12 per share only 


Gover 
nized th 

quipme 

Copies of the prospectus may be obtained from the undersigned only ssured 
in states in which the undersigned is qualified to act as a dealer he madi 
in securities and in which the prospectus may legally be distributed, availabl 
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Helps Small Traders 
NATIONALLY ADVERTISED 


The chief difference between pre- 
vious subcontracts and this new method 


We tell ‘em, you sell ‘em! VACULATOR is the fact that amateurs and small 


ads will appear in LIFE, Saturday Eve- 


ning POST, Ladies’ Home JOURNAL, 
Woman's Home COMPANION, The 


AMERICAN Magazine, 
and a long list of other 
national publications. 
PLUS the American 
Weekly, in 20 major 
Sunday newspapers. See 
your jobber—TCODAY! 
HILL-SHAW CO. 





Chicago 

















@ Whatever of new 
design, construc- 
tion, materials and 
performance may 
be revealed by 
the appliance in- 
dustry, after vic- 
tory, you can be 
sure that good old 
Everhot Quality 
will be there as 
always. 


THE SWARTZBAUGH 


MANUFACTURING CO. 


FOUNDED 1884..Toledo, 0. 


ROASTERS ~- APPLIANCES 





traders who would otherwise have to 
shut up shop and stand idle for the 
duration, have been worked into the 
picture. 

The method of training is as fol- 
lows: The service man or foreman is 
sent to the factory and given a period 
of training in the job he is to do. He 
comes back and begins the manufac- 
ture of one of the easiest of the sub- 
assemblies. The main factory sup- 
plies the parts and takes back the 
completed assemblies. Jigs, fixtures 
and tools are supplied on loan to the 
new sub shop and skilled trainers sent 


| to show the amateurs just how things 





| 





are done. This permits working in or 
breaking in married women and peo- 
ple too old for the war effort. Fur- 
thermore, it permits women to work 
a few hours a day close to their homes. 


Ericksen To Head 
Majestic Sales 


Parker H. Ericksen has been ap- 
pointed director of sales, Majestic 
Radio & Television Corp., 2600 W. 
50th, Chicago, according to an an- 
nouncement by E. A. Tracey, presi- 
dent. Additionally Mr. Ericksen will 
be in charge of Majestic’s advertis- 
ing and merchandising policies. 

For the past 5 years, Mr. Ericksen 
was in an executive post at Bendix 
Home Appliances, Inc., in charge of 
merchandising and advertising of the 
Bendix Home Laundry. Mr. Erick- 
sen’s radio experience dates back to 
1929. He was previously associated 
with Mr. Tracey at the time the latter 
was vice president in charge of Sales 
for Zenith. 





Beg Your Pardon 


An error in names crept into 
the announcement of the ap- 
pointment of William T. Reace 
as vice president of the Com- 
monwealth Edison Company in 
the September issue. In the 
story it was erroneously stated 
that chairman Charles Y. Free- 
man had retired, whereas as a 
matter of fact, it was Mr. 
Reace’s predecessor, Gaylord 
A. Freeman, vice president in 
charge of sales, who was re- 
tiring. 








F. EBERSTADT & Co. 


September 7, 1943. 











FREEZER 
PAPER 


LOCKER BOXES, LOK-R-BAGS 
CONTAINERS, TAPE 
STOCKINETTE TUBING, ETC. 
FULL LINE PACKAGES 
FOR FRUITS—VEGETABLES— 
MEATS 


A. E. MacADAM & C0., Inc. 


95 Lexington Ave.,B’klyn5, N.Y. 


TELEPHONE MAIN 2-8700 
DEALERS—WRITE FOR 
DESCRIPTIVE PRICE LIST 
AND DISCOUNTS 




















How to save time 


That is a profitable paradox 
for you. More true today 
than perhaps ever before. For 
here in the pages of this pub- 
lication are packed many help- 
ful ideas . . . considerable use- 
ful information. Much of it, 
in fact, available from no other 
source. 


And we most emphatically 
mean both the editorial and the 
advertising pages. 











Know Electricity as 
Experts Know It 





and Get an Expert’s Pay! 


What about your future? Who is safe today? Sur 

not the man who is contented to stand still! 

your job thoroughly—prepare yourself for jobs abesd 
do just this thousands of men have used 


The Croft Library 
of Practical Electricity 


7 volumes, 2906 

1948 how-to-do-it illustrations 
The Croft Library is a complete electrical educa 
It is founded on practice—on 20 years of shirt-slem 
experience—on work as it is act done. It # 
jammed from cover to cover with the kind of bart 
headed facts you want. Written so that the begin 
can easily understand it, yet so sound, so 
that it is the daily guide of 59,000 highly paid 
workers and engineers. Crof' ls you the things 7 
need to know about motors, generators, 
commutators, transformers, Cc ts, 
distribution systems—electrical machinery 
type—illumination in its every 
proved methods of lighting—lamps and lamp effects 
ete.—how to do a complete job, from planning it, 
completion, 


NO MONEY DOWN—EASY PAYMENTS 


Fill in and mail the coupon attached and we will 

ou the entire set of seven volumes for ten 
xamination. We take all the risk—you assume 
obligation. If you decide to keep the books 

in ten days and the balance at the rate of $3,008 
month. Send the coupon NOW and see the 

for yourself. 





insure prompt shipment write plainly 
all lines.) 


Home Address 





City and State 
Position 
Name of Company 
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™ VBbutane Shortage 
orrying Farmers 


Rumors that demands for hi-octane 
gas for aviation plus the requirements 
bf the synthetic rubber program would 
esult in a complete cutting off of 
e supply of butane gas for farm and 
Jomestic use by mid October have 
worried California farmers to the ex- 
t that several farm and Grange 
meetings held recently passed resolu- 
‘ons and wrote letters protesting such 
possibility. They point out that some 
0,000 pieces of farm equipment are 
equipped for use of this gas in the 
entral valleys of California alone, not 
ply trucks, tractors and pumping 
plants, but also domestic appliances 
uch as ranges, water heaters and re- 
jgerators, and that conversion to 
sther fuels is difficult or impossible 
because of the shortage of parts and 
manpower to do the work. 














































































Government Concerned 









Government authorities have recog- 
mized the importance of keeping farm 
quipment in continuous use and have 
assured farmers that every effort will 
be made to keep a supply of butane 
available for all essential purposes. 
They urge, however, the conversion of 
equipment for the use of propane, 
gasoline or electricity wherever pos- 
sible. It appears that with reduced 
usage, the present supply of butane 
fuel is probably sufficient to meet 
farm demands until January, 1944, but 
that unless a definite curtailment of 
jts use is made before that time, the 
specter of an acute shortage or com- 
plete ban on civilian use may again 
have to be faced next spring. 










































































Propane Use Limited 























Explosion hazards with makeshift 
storage facilities limit the use of pro- 
pane by small users, but it is prob- 
able that large industrial users may 
be able to supply the facilities neces- 
sary to switch to this fuel. Where 
farmers have kept old parts, a cer- 
tain number of trucks and tractors 
may be reconverted without too much 
difficulty to gasoline use. On the farm 
it may be possible to change over to 
mum gclectricity for pumping and domestic 


Pay! appliances, provided government au- 
an? thorities permit the equipment to be 
till! made available for such use and allow 
- its installation. The question is by no 


means a closed one; butane use must 
be curtailed to meet the demands of 
aviation and rubber production. The 
electrical industry—manufacturers, re- 
tailers and utilities—stand by to fill 
the gap in providing domestic service 
or taking over the pumping load just 
a soon as the necessary go-ahead 
signal is given. 


$75,000,000 War Loan 
For Nash-Kelvinator 


al ile Arrangements have been completed 
by the Nash-Kelvinator Corp. for a 
‘. $75,000,000 bank credit for the financ- 
roval to) Be of war production contracts and to 
snd Provide immediate working capital in 
qv} & ‘he event of the termination of any of 
these contracts, according to an an- 
Nouncement made recently by George 
W. Mason, president, and Howard A. 
8, vice president in charge of 

es, 
This is the first loan to be made to a 
major war producing organization 
under the terms of the new “VT” lib- 
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eralized credit regulations which were 
announced early this month in a joint 
statement issued by the War and Navy 
Departments, the Maritime Commis- 
sion and the Federal Reserve Board. 

The Chase National Bank negoti- 
ated the loan through the Federal Re- 
serve Bank of New York and is clear- 
ing agent for a group of 21 banks. 
The Chase and the Manufacturers 
Trust of New York are each partici- 
pating to the extent of 10% of the 
loan and the balance is being shared 
by 19 other leading banks throughout 
the country. 

The $75,000,000 loan to Nash-Kel- 
vinator not only provides for the fi- 
nancing of the war production con- 
tracts now held by the company, but 
combines the advantages of the 
broader aspects of the new “VT” loan 
program under which contractors 
whose contracts are cancelled will be 
enabled to free working capital which 
otherwise might be tied up in war 
production work. 


Wiring Bureau Has 
New Post-War Plan 


The National Adequate Wiring Bu- 
reau has just announced a national 
plan to aid builders of post-war homes 
meet the public demand for wiring 
systems that will more satisfactorily 
operate their electrical equipment. 

“How to keep their electrical ap- 
pliances operating during war-time 
has been a major problem in millions 
of American homes,” declared Herbert 
Metz, Bureau chairman. “Electrical 
trouble, caused by overloaded house 
wiring buried in the walls, floors and 
ceilings, is making householders real- 
ize that the electrical installation was 
not properly designed in the first 
place.” 


Builders Must Prepare 


The building fraternity, Mr. Metz 
said, will also be faced with the prob- 
lem of providing the kind of “dream 
house, equipped right up to the roof 
with automatic gadgets,” that most 
people expect to be able to buy. The 
plain fact is that this kind of post-war 
house, as far as much of its equipment 
is concerned, will not be immediately 
available. 

“This situation,” Mr. Metz added, 
“creates a basic problem for builders 
and home financing agencies, and a 
major responsibility for the electrical 
industry.” 

Through the plan of the National 
Adequate Wiring Bureau builders will 
be able to assure their post-war buy- 
ers that the homes they build meet 
the minimum demand for adequacy in 
the electrical installation, and this fact 
will be evidenced by a certificate 
issued by local electrical groups under 
the authority of the National Bureau. 
The certificate will indicate the spe- 
cial provisions made in the installation 
for operating electrical appliances and 
other electrical equipment as they be- 
come available for practical and eco- 
nomical use in the home. 

This service will be available to 
builders through local adequate wiring 
bureaus, electrical associations and 
other groups. As a result of the past 
five years of operating experience of 
the National Adequate Wiring Bu- 
reau’s program, it is expected that 
this post-war home certification serv- 
ice will aid builders in approximately 
200 of the principal home building 
cities. 











IT'S WATERPROOF 


The dramatic story of Waterproof Ironing is now 
being told to the 26,000,000 electric flatiron 
users. Space in leading publications is being con- 
sistently used during 1943. 


This new plastic ironing pad saves time, elec- 
tricity and clothes. The waterproof surface 
effects quicker, smoother ironing. 

This (time tested) different ironing aid will be 


ready for your postwar selling as soon as we have 
filled Uncle Sam's orders for plastic clothing. 


THE SUNLITE MFG. COMPANY 
MILWAUKEE 5, WISCONSIN 
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Sell KOL-GAS 


THE MAGAZINE TYPE HEATER THAT GIVES BOTH 


RADIANT AND CIRCULATING HEAT 








For the sake of your own sales and 
profits—DON’T confuse KOL-GAS with 
ordinary magazine-type heaters that 
give radiant heat only. 

KOL-GAS delivers both radiant and 
circulating heat. It's really two heaters 
in one. An auxiliary combustion cham- 
ber at the back—the KOL-GAS SCIEN- 
TIFIC “Heat Booster”—lengthens fire 
travel and in- 
creases heat-radiat- 
ing surfaces. This 
same chamber gen- 
erates circulating 
heat. (See diagram) 
Self-feeding KOL- 
GAS cokes the 
coal, burns gases, 
gives more heat on 
less coal. Saves money and work... 
heats all day or night with one fueling. 
Helps speed Victory by conserving war- 
vital fuel. Saves steel, too, by use of fire- 
brick in its construction. 

Remember—the only heater “like” KOL- 
Two Heaters in One GAS is KOL-GAS. Write for details. 


KOL-GAS HEATER Co. 


COTTON STATES BLDG. NASHVILLE, TENN 







































































TROUBLE-FREE 
OPERATION 





IN THE HOMES 
: OF THE NATION 
This is one reason why A-P Dependable Oil (Oil Burning Heaters) 
Control Valves have been consistently chosen 
as standard equipment on the leading Oil 


Burning Appliances—in wartime as in peace. 





In this reputation, you will find the prom- 
ise of a richer post-war market. Right now IN TRAINING CAMPS 
A-P Research Engineers are making sure that 
A-P Dependable Controls will swing accumu- 
lated wartime progress in new materials, new 
techniques into post-war advantages for your 
applications. 





THE DIVIDENDS OF A-P DEPENDABIL- a my 


ITY ACCUMULATE TO YOUR PROFIT. 








AUTOMATIC 
PRODUCTS COMPANY 
2400 North 32nd Street 


 w 








Chinese sage once told a flock 
A of geese, “If you will all be 
quiet, I'll tell you something 
that will turn you into human beings.” 
First one goose was quiet, then an- 
other. But they were never all quiet at 
once and the sage silently waited and 
waited as the days and the years went 
by, and in the end the geese were all 
caught by farmer boys and eaten for 
dinner. 

This proverb, related by Clare 
Boothe Luce in her book, “Europe in 
the Spring,” can be applied to the 
radio market. 

For radio presents a fantastic situa- 
tion. No other electrical appliance 
comes near it in downright popularity. 
The country bought 13,700,000 sets in 
1941. In Boston a survey showed 103 
to 105 percent saturation. Authorities 
foresee that every home in the country 
will have two radios long before it 
has two chickens for every pot, as Mr. 
Hoover predicted, People seem to want 
a radio handy every time they turn 
around, in boat, in car, in bedroom and 
bath. 


Few Exclusive Stories 


Yet if you look this gift horse of 
demand in the mouth you will notice 
that the number of exclusive radio 
stores in America has dropped almost 
to nil. This writer believes Steinberg’s, 
Cincinnati, was the last in the Middle 
West. 

Why can’t a retailer make a living 
selling only the hottest of all electrical 
items? 

The answer seems to be that radio, 
like paper flowers, are too easy to 
make. Anyone can rush out, buy parts, 
tubes and cabinets and knock out 
enough sets to upset the market. Other 





appliances, like refrigerators, take 
quite an investment of capital to get 
going. That has protected them from 
hit and run merchandising. 

Dealers have found radio business to 
have no bottom. Many a retailer has 
bought up some of the annual bargain 
stuff only to discover that the chap 
across the street was retailing the same 
brand at his wholesale price. 

There have been two reasons for 
this. The enormous popularity of radio 
has enabled any. hit and run manu- 
facturer to dispose of his output. The 
rush of gullible retailers into what has 
looked like a bonanza business has 
accounted for the usual devil take the 
hindermost sales policy (in this case 
the hindermost was the dealer). 

Evidence is piling up that the honey- 
moon of this kind of appliance business 
is about over. Granted we will have 
two years of great demand for any- 
thing after the war. Then the terrific 
| taxation that dealers have to bear, 


A Quick Look 4 
POST-WARR 








saturation, and the slowin.; down, 
population growth is going to g 
down the number of retail outlets 
about what the traffic will bear, 
more will popeyed sons-in-law % 
the family insurance money and nm 
into business about which they kng 
nothing. 

Thoughtful manufacturers who h; 
been seeing Sears and Wards hooking 
20 percent of the radio volume wonde 
what the new tire manufacturer outles 
will grab. Big manufacturers wit 
complete lines are expected to try t 
squeeze out individual brands in retj 
shops after the war. 

Many a manufacturer is asking 
himself:. Can I keep my nationally 
advertised brand afloat and retain com 
trol of the situation, or will I & 
reduced to hanging on the privat 
label shirt tail of one of the mas 
distributors ? 

In short, can radio be preventel 
from becoming a punching bag afte 
the war? 


A Dealer's View 


Jim Earle of the Woodlawn Radi 
and Music Company in Chicago is @ 
good man to talk to if you wantd 
forecast of what radio will have to é 
to set its house in order. A forme 
president of the Illinois association, bh 
takes a broad view of the situation. 

“T think the day of the radio at 
appliance dealer taking the short end 
of the stick are about over,” he sa 
“Today you must remember he 
diversified with non-electric lines 4 
has a profitable service business whid 
has been developed during the wat 
He doesn’t have to get across a barred 

“There is no necessity for gropitg 
about in the dark to find a way # 
steady this market. You can find iti 
what General Motors has done ff 
Chevrolet. I defy you to find a Cher 
dealer who was not making mone 
when the war ended things. Generd 
Motors gave each dealer an area thé 
was big enough to yield him a # 
living, and saw he had no Chevrdlé 
competition in this space. The corp 
ration made a census to see how 
business the area could absorb, até 
worked out ways in which contatt 
should be made. In short, Chevrole 
forced its dealers to make money. 

a dealer making money is 100 perce 
for a brand.” : 

The RCA-Victor experiment trie! 
out in Chicago was based on this, 
Mr. Earle. There were some 1 
radio dealers in Chicago, and 
were peddling RCA-Victor sets, 
RCA-Victor records. It was f 
that 20 percent of these dealers 
80 percent of RCA’s business. 
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So RCA-Victor experimented by 

cutting down to 85 dealers, spaced at 
appropriate distances from one an- 
other. These 85 dealers had to carry 
Mrecords as well as radios. This ex- 
periment started in June, 1941. There 
was a lot of retail selling at wholesale 
going on at this time—friends, rela- 
dmtives, purchasing agents and the like. 
All this was cut out and 100 percent 
of RCA-Victor volume started trick- 
ling through retail outlets. It made a 
RCA-Victor franchise mighty valu- 
able. 
“I bought $60,000 worth of RCA- 
Victor stuff the last year before the 
war,” says Jim Earle. “I cut down the 
number of records I carried and re- 
duced the number of losing stickers. 
I think that there is your answer for 
a winning formula with the dealer— 
work with him, and don’t hand him a 
hot potato and run, 

“With smaller manufacturers, 1 
think the answer is to turn out special 
feature merchandise. During the war, 
in the making of U. S. war material, 
most of the secrets of the big fellows 
have been passed about. The small 
producer who has been subletting con- 
tracts will be in a better position to 
manufacture than before.” 
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Manufacturers, too, are thinking of 
he future. Declares E. A. Tracey, 
veteran president, Majestic Radio & 
elevision Corporation: 
“It has always seemed to me that 
radio business has had a far 
greater degree of price cutting than 
Was necessary. Cut prices usually are 
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Will sets again become a merchan- 
dising punching bag? A dealer and 
a manufacturer give their views 


RADIO 


the manufacturer’s fault. Of course, 
manufacturers do not want cut prices 
on their brand. The question then 
arises—what causes them? 

“Probably the most complete answer 
to that question would be—‘Excess 
inventories.’ 

“The cause of excess inventories is 
also reasonably clear: 


1. Inaccurate product planning, both as 
to design, type and price of product, 
and quantity produced. 

2. Production by manufacturer in excess 
of distributors firm non-cancellable 
orders. 

3. Either willingness or necessity for the 
manufacturer or distributor to liqui- 
date excess inventories quickly. 


“As to the correction of the causes 
behind cut prices, it seems to me that 
they are reasonably apparent and 
would follow somewhat the course of, 
(a) adequate study of market by 
manufacturers executives responsible 
for the product design and its sale. 
(b) The rigid control of production 
based on firm distributor commit- 
ments. (c) Elimination of unsound 
distributor quotas which often require 
the distributor to order more than his 
_. can absorb in an orderly man- 

(d) Cooperation between manu- 
poe i and distributor in the estab- 
lishment of only those retail outlets 
whose standing, character and invested 
capital assures maintenance of sound 
and profitable retail policies. 

“In my opinion, none of these cor- 
rective measures are too difficult to 
undertake or too theoretical to permit 
practical development.” 
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“| WONDER IF | PASSED MY TEST AT THE ELECTRICAL SCHOOL!" 
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Want to add another $25 War 
Bond to your pile—easily? 
Just send us a practical, work- 
able idea you are using suc- 
cessfully in your electrical 
appliance business—an idea 
that might help others. If we 
publish it in our advertising, 
we'll send you pronto a $25 

War Bond. You help your Govern- 
ment, yourself and other electrical appli- 
ance retailers when you Tel-Another. 

Write your idea on the back of a penny post 
card, add your name and address and mail to 
TEL-ANOTHERS Proctor Electric Company, 3d Street 
and Hunting Park Avenue, Philadelphia 40, Pennsylvania. 
Send as many as you care to, provided you have 
used them and found them workable 
in your business. 


































































HELPS SALES AND SERVICE 


2. From four salesmen I'm down to myself and one girl. | close 
the store from 9 to 12:30 so | can make service calls and 
‘| handle service in the morning. In the afternoon the girl and | 
sell appliances, radios, and records. This enables us to handle both 
service and sales without conflict or interruption. 


Your idea may be different, but if it works, send it in. TEL-ANOTHERI 














PROCTOR’S WARTIME PROGRAM 


Help for T eve 


ore anoTe ERS”—Another Proctor service 
SPPLiAnes 6 RestonaTion oLa—4 Plan ilers 


‘or retai everywhere, a medium for cx- 
pH ne 


coast are Proctor ing Proctor sents the postwar appliances 
benefit and profit by prompt, efficient service women want. 
for your without the headaches. 


PRODUCT RESEARCH — The war comes first, of 
course, but Proctor engineers are already burn- 
ing the midnight oil converting consumer re- 
search into the appliances of the future. 


ADVERTISING— Proctor is maintain- 
ing friendly contact with millions of customers 
by continuing its every-month product adver- 


tising in national magazines. 

IRONS FOR EMERGENCIES— A broken POSTWAR PLANNING—Proctor’s Postwar Plan- 
Proctor iron need not interrupt ironing. Proc- ning Committee is r guarantee that Proctor 
tor joan irons. Thisserviceisavailable will be with Merchandise and Mer- 


or owners through Proctor Authorized 


chandising at the starting gun of civilian 
Service Stations. producti 


uction. 


PROCTOR PRODUCTS AND POLICIES HAVE BEEN WAR-TESTED AND NOT FOUND WANTING 
PROCTOR ELECTRIC CO. « Division, Proctor & Schwartz, Inc., 3d St. & Hunting Park Ave., Phila. 40, Penna. 
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canning demonstration, at which mem- 
bers of the power company’s 
service staff presided. 

In Seattle a center of helpful serv- 
ice is the company’s Victory Kitchen, 
which has been developed to serve as 
a consulting ‘headquarters for house- 
hold problems. This is an exhibit 
which is located at 1908 Fourth Ave. 
The kitchen was developed as an ad- 
junct to the showroom of the Master 
Builders Association, which is main- 
tained at this address. Originally it 
was set-up by the General Electric 
Co., but when the power company 
needed a centrally located kitchen for 
its fast developing home service work, 
arrangements were made by which its 
facilities were made available for use 
by the Seattle division of the company, 
under direction of R. U. Muffley. 

The kitchen has since been operated 
daily, working in cooperation 
with the home-making departments of 
the various Seattle 
ticularly 


home 


close 


newspapers, par- 
the Seattle Times. It has 
also served as headquarters for Red 
Cross nutrition and canteen classes 
and has become a center of the various 
Health for Victory Clubs. started 
among the personnel of war industries 
located in Seattle. 


Continuing Attendance 


The excellent showmanship which 
varies programs and keeps events of 
seasonal or topical interest always on 
the schedule has insured a continuing 
attendance. No prizes are piven, the 
intrinsic ~interest of the program be- 
ing depended upon to draw the public. 
Occasionally menus.-are. printed and 
given out, but the audience is more 


likely to be asked to contribute some..- 
of their.own products to.a war-cause.- 


than to be rewarded for attendance by 
drawings or door prizes. 

Every effort’ is made to keep the 
program a dependable one, the com- 
pany’s idea. being that its standards 
of dependable service are to be re- 
flected in the dependability of this ad- 
visory service as well. On every 
Thursday except one during the past 
year the auditorium has been filled by 
women seeking information through 
the Health for Victory classes. In 
between times, special events are 
scheduled. At all times an advisory 
service is maintained. The public is 
taught that at any time they may turn 
here for help in meeting their house- 
hold problems concerned with ‘the use 
of electrical equipment. 


Cashiers Brought In 


In order to encourage this idea, the 
cashiers of the company’s various 
branch offices were brought in for a 
demonstration of the kitchen’s equip- 
ment. They were given an oppor- 
tunity to use the facilities of the 
kitchen themselves, leaving with in- 
structions to recommend the idea of 
using this service to customers who 
came in with questions about appli- 
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This Is No Time to Curtail Home Service 
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ances or home problems. Display cards 
are provided which call attention to 
the kitchen to be posted wherever 
customers congregate. 

The program is kept so varied that 
its interest does not lag even for those 
who have completed courses or have 
attended previous events in its audi- 
torium. Aside from the seasonal pro- 
grams which feature special holidays, 
such as Easter, Thanksgiving or 
Christmas, there are days of special 
advice on “Meat Substitutes and Ex- 
tenders”, “Market Basket to Table in 
45 minutes”, “Russian Day”, “Chinese 
Day”, “Apple Day”, “Food Rationing 
in England”, and the like. Special 
cooking days are popular at which 
women are asked to bring in cookies 
which they have baked at home to 
distribute to service men’s clubs. This 
results in an exchange of recipes with 


supervisory advice from the home 
service attendant. Besides talks on 
food, information is given on other 


household electrical needs, such as re- 
placement of fuses, repair of cords 
and the maintenance and care of appli- 
ances. The auditorium seats 110, but 
on many occasions as many as 300 
have endeavored to find space to hear 
the program. 


Evening Programs 


For the business women or volun- 
teer war workers who cannot attend 
meetings during the daytime, many 


evening programs have been sched- 
uled, giving special attention to the 


problems of the woman who has to be 
much away from home and who must 
depend upon household appliances to 
do her housework with a minimum of 


~effort. These sessions have been par- 
ticularly popular with employees of 
stores and also with groups from 


various war .plants., ‘ 

The contribution is made definitely 
as a war service. That it helps to keep 
housewives content during a difficult 
period when electrical appliances are 
not attainable and many wattitne’ re- 
strictions must be observed is inci- 
dental, but important. When peace 
comes again, the power company home 
service girls will bé“accepted by édu- 
cational authorities and by the public 
alike as a recognized source for advice 
on household matters contiected with 
food preparation and lighting in the 
home, Which wilt’ make the, ways of 
the future easier and more profitable. 


Washer-W ringer 
Will Shell Peas 


HAT a quick and easy job of 

shelling peas is possible with a 
washer wringer is a discovery of Mrs. 
Walter C. Williams of Wilkes-Barre, 
Pa. Reports J. S. Morris of Barlow 
& Seelig, the trick is in chilling them 
on ice before putting them through. 
the wringer. They pop out of the hulls 
in nice shape and not mashed either. 























WHERE TO BUY 


Parts, Service & Accessories 


DISPLAYED RATE: 


UNDISPLAYED RATE: 


$1.00 per line or fraction per insertion— 
minimum $4.00. First line small black 
face type. Discount 10% full payment 
in advance for 4 consecutive insections. 






$12.50 per inch per insertion. Contract 

rates on request. (An advertising inch 
on one column—4 columns— 
48 inches to a page.) 


is %” 




















WASHING MACHINE REPLACEMENT PARTS 


We Have a PARTS JOBBER Near You. 
Address on request. 


TRANTZ MANUFACTURING @ 





Vacuum Cleaners 


rebuilt 

like new 

send in 

complete 
cleaner for 
a Thorough 
guaranteed 

job. 


24 HR. SERVICE 
155-157-159 State St. 
Rochester, New York 
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New Advertisements 
Received by the 30th of the month to 
pear in the issue out of the following 
subject to space limitations. 
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Section 





WHERE T,O BUY 


supplements other advertising in this ism 
with these additional announcements of prod- 
ucts and services essential to efficient and e- 
nomical operation in the field of Electrical 
Merchandising. 


ELECTRICAL MERCHANDISING 














SELLING : 

EMPLOYMENT : 
UNDISPLAYED 

15 Cents a Word, Minimum Charge $3.00. 
POSITIONS WANTED (full or part time 
salaried employment only) ‘4 the above 
rates payable in advance. 
BOX NUMBERS—Care of publication New 
York, Chicago - San Francisco Offices 
count as 10 word 
DISCOUNT of 10% if full payment is made 
in advance for 4 consecutive insertions. 





SEARCHLIGHT SECTION 


(Classified Advertising) 


"OPPORTUNITIES" 


—— RATES——— 


costndt basis. 
requ 


AN ADVERTISING INCH is measured 4" 
a column—4 columns—4# 
inches to a page. 


vertically on 


: MERCHANDISE 
: BUSINESS 


INDIVIDUAL SPACES with border rules for 
prominent display of advertisements. 

The advertising rate is $8.00 per inch for 
all advertising appearing on other than a 
Contract rates quoted on 











WANTED—SUN LAMPS 
SHAVERS, HEATERS, FANS, 
AIR CONDITIONERS, ETC. 
New, -Used, Any Quantity 


ELECTRIC APPLIANCE EXCHANGE 


324 W. 42nd St., New York, N. Y. 











BENDIX WASHERS 


condition. 


any quantity, age 
Gregg Radio & 
Fremont, Ohio. 






Appliance @ 





VACUUM CLEANERS, any make, old ort 
any quantity. W-626, Electrical Mereh 
ing, 330 W. 42nd St., 


New York, 18, N. ¥. 

















SURPLUS MOTOR STOCK! 
6,000 FAN DUTY MOTORS 


Biock & Decker 
Robbins & Myers 


H. U. MANN 


540 Lake Shore Drive CHICAGO 


ANYTHING within reason that is wanted 

the field served by Electrical Merch 
ing can be quickly located through brit 
it to the attention of thousands of men 
interest is assured because this is the busi 
payer they read. 



















FOR SALE—Rubber covered electric @ 
approved type, suitable for Vacuum Cleat 
Washers, etc. FS-627, 
42nd St.. 


ing, 330 W. 


Electrical Merchat 
New York, 18, N. Y. 
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What i is 


Your Problem? 


Do you need competent men for your staff? Men experienced. in the 
merchandising of electrical equipment? Men to fill executive, sales or. t 


nical positions? 


Or are you one of the readers of ELECTRICAL MERCHANDISING seoking 


employment in any of these capacities? 


Or are -you looking for—or offering—a business opportunity of special 
interest to® men in the industry served by this publication? 


Or are you seeking buyers for rebuilt refrigerators, vacuum cleaners, etc 


or to buy such items from others? 


The solution of any of these problems can logically be found first among 
other readers of ELECTRICAL MERCHANDISING. You can get their atter 
tion—at small cost—through an advertisement here. 

















Clark 
Grav 
Clevele 


Delco 
Mot 


Driver- 
Easy V 
Eberste 
Electric 
Emerso 
Employ 
Farm . 
Florenc 
Frantz 
Frigide 
Mot 
Garod 
Genere 
Hill-Sh 
Hobar 
Hoove 
Hortor 
Hoskin 
Hurley 
tric 
Interne 
The 
Kelvin. 
nato 
Knapp 
Kol-Ge 
Lande: 
=“ 


a 
MacA 
Mallee 
Mann; 
Mayta 
McGr. 
Natior 
Co. 
Norge 
Cor 
Ohio 
Parts, 
Perfec 
Philco 
Premic 
Cle. 
Procte 
Railwe 
pre: 
Rober 
Searcl 
Signal 
Sonor. 
Sperti 
Stiglit 
Sunlit: 
Swart: 
Tenne 
Timke 
of 1 
Voss | 
Weiss 
Westi 
Co, 
Wher 
Wyna 
“tom 
Mu 
Zenith 











OCTOBER, 


1943—ELECTRICAL MERCHANDISIN 






ELECT 





ai 














IDISE 


es for 


h for 
han a 
od on 


d 1" 
s—4 


, age 
ance 


|d or no 
erchanl 
N. ¥. 


1 the 
tech- 


eking 
vecial 


sto 







mong 
atten- 




















a 


INDEX TO ADVERTISERS 
October, 1943 
Alter Co., 78 
American Ironing Machine Co.. 38 


lectrical Mfg. Co. 
ee mooie inside Front Cover 


Appliance Parts Jobbers Asso- 


ciation, Inc. ......seseeeees 56 
Automatic Products Co........ 76 
Bendix Home Appliances, Inc.. 67 
Ben-Hur Mfg. Co.........-.-- 72 
Blackstone Corporation ....... 31 
Briggs & Stratton Corp........ 52 
Clark Water Heater Div. Mc- 

Graw Electric Co........... 72 
Cleveland Cooperative Stove 
Delco Radio Division, General 

Bishers COrB. 2.2 cc ccccccce 
Driver-Harris Co. ...........- 60 


Easy Washing Machine Corp... 3 


Eberstadt & Co., F........ 7 74 
Electric Appliance Exchange.... 78 
Emerson Electric Mfg. Co..... 49 
Employment .......+.eeeee-es 78 
OS ORTOP 27 
Florence Stove Company...... 58 
ONES, eee er 78 
Frigidaire Division of General 
RE Cc ian y.cress 8 46) sae 65 
Garod Radio Corp...........- 2 
General Electric Co........... 25 
CO Gy ..tccccsosscones 74 
Hobart Mfg. Co...........-- 66 
Hoover Company, The........ 51 
Horton Mfg. Co...........4-- _ 62 
es Olle, Gai. cc ccceveses 39 


Hurley Machine Division, Elec- 
tric Household Utilities Corp. 59 


International Nickel Co., Inc., 
Re eee er 
Kelvinator, Div. of Nash-Kelvi- 
nator Corporation. ...Back Cover 
Knapp-Monarch Co, .......... 53 
Kol-Gas Heater Co........... 76 
Landers, Frary and Clark... .28, 29 
Lindemann & Hoverson Co., 
SE. 2c -pemeustaphaee 6a 6l 
Lovell Manufacturing Co...... 46 
MacAdam & Co., Inc. A. E..... 74 
Malleable Iron Range Co...... 5 
Mana; HM. -Ussicvr......c... 78 
Maytag Company, The........ 33 
McGraw-Hill Book Co., Inc.... 74 
National Enameling & Stamping 
Aca cesinceskehos mele 
Norge © Division, Borg-Warner 
nh veces eteak ene cuatss 45 
Ohio Textile Specialty Co...... 78 
Parts, Service & Accessories.... 78 
Perfection Stove Co........... 48 
Philco: Corporation :..... weeny 
Premier Division, Electric Vacuum 
Cleaner Co., Inc... .cccccees 42 
Proctor Electric’ Co............ 77 
Railway Express Agency, Air Ex- 
Ne eee 


Robertshaw Thermostat Co..... 7 
Searchlight Section 
Signal Electric Mfg. Co........ 
Sonora Radio & Telévision Corp. 37 
BOM Biases cdecdsedl. case 
Stiglitz Furnace & Foundry Co.. 4 


Sunlite Mfg. Co., The.......-.. 75 
Swartzbaugh Mfg. Co., The.... 74 
Tennessee Valley Associates.... 73 
Timken Silent Automatic Division 

of the Timken-Detroit Axle Co. 55 
Voss Bros. Mfg. Co............ 50 
Weiss-DeVeau Co., Inc.. 719 


Westinghouse Elec. & Mfg. "4 
Co. ....40, 41, Inside Back Cover 


SS a ee 78 

Wynar Parts & Service Co..... °78 
Youngstown Pressed Steel Div. 
Mullens Mfg. Corp.......... 64 


Zenith Radio Corp............ 47 














psi MECTRICAL MERCHANDISING—OCTOBER, 1943 


Stoker Selling 


wees CONTINUED FROM PAGE 26 = 


to discover that the principal end of 
the job of the stoker installation is 
the electrical department, which is 
generally right down their alley. More 
of them were buffaloed by discovering 
that you have to take out the grates 
and replace them with bricks and sand 
than anything else. The truth is, a 
stoker is a very simple mechanism. 
There are really only six functional 
units: (1) There is the hopper into 
which you shovel coal; (2) there is 
the power unit whose principal part 
is the motor; (3) there is the coal con- 
veying assembly which consists mainly 
of a worm; (4) there is an air sup- 
ply unit which is operated by a fan; 
(5) The burning assembly or tiers is 
merely the place where the coal rises 
inside the furnace and the air is forced 
through it; (6) the control system are 
the devices that make it function 
automatically. 

More difficulty has been reported to 
this writer as being found in the con- 
trol system than anywhere else. How- 
ever, it is electrical and no more diffi- 
cult than so many electrical clocks. 

Stoker manufacturers maintain 
training schools to teach how to make 
installations and with a’ little common 
sense any man can learn how to con- 
nect them up. Virtually all stokers 
are hooked up to existing boilers and 
the procedure is fairly standard. 

Being a high unit of sale the re- 
wards are much higher than from the 
sale of a domestic appliance. Further- 
more, the closeness of most public 
buildings and offices make it possible 
to make calls without wearing out a 
lot of rubber or using a lot of gas. 
Manufacturers have claimed that a 
dealer selling 100 commercial and in- 
dustrial stokers will net from $25,000 
to. $35,000 after sales . commissions, 
sales motivation, advertising and all 
overhead expenses are deducted. That 
ain’t hay. es 


Washers To Rescue 


ames CONTINUED FROM PAGE 30 mmm 


The woolen cloths are plunged into 
hot water in a washer, wrung dry, 
and applied steaming at least six times 
a day, covering the afflicted muscles 
and leaving the joints free. After the 
muscular, spasm is past,*the family 
starts a course of muscle re-education, 
first with passive exercises, and then 
with repetition until the muscle has 
been re-educated as to its duty. 

Fully 80 per cent of the patients 
treated by the Kenny method recover, 
it is' said. Most of all, it gives the 
family a chance to do something con- 
crete for the victim. 

Washers have again come to the 
rescue of a war wracked world, bear- 
ing out the tribute of Dr. O. C. 
Wenger of the U. S. Public Health De- 
partment, who several years ago pro- 
nounced them one of the greatest bar- 
riers against disease that the world 
“Hid ever known. 








DELIVERY? RATING? 


HERE'S THE INFORMATION ON 
THESE SIGNAL PRODUCTS 


Telegraph and 
Wireless Keys 





R-48 key 
In addition to our government contracts for Wireless and Telegraph 
Instruments we have a factory stock of most all of these items for 
immediate shipment on orders with AA-5 or higher rating. 





If you are not getting our 
weekly factory stock list 
send for your copy. 


SIGNAL PORTABLE ELECTRIC DRILLS 


OB-8 light duty %4", OB-4 standard duty %” and 
OB-5 standard duty %2”... are obtain- 
able on A-9 or higher rated orders. 
Delivery on OB-8 at once, OB-4 thirty 
days, OB-5 about November first. 
















VENT AND EXHAUST FANS 


Ventilating and exhaust fans, available on orders 
as follows: 10” through 16”—AA-4 or higher rating. 
Send approved Form WPB-1319 (formerly PD-556). 
eas 18” through 24”—AA-5 or higher rating. 


SIGNAL ELECTRIC MFG. CO., Menominee, Michigan 











Offices in all Principal Cities 
VTsn af 



















light up retail 
windows within 
0.C.D. regulations! 


% Instantly attached to any fluorescent bulb, DIREC- 
TOLITE LOUVERS provide brilliant store-window il- 
lumination . . . scientifically controlled to conform to 
wartime needs! By focusing the light on merchandise 
displays, DIRECTOLITE LOUVERS help attract and 
hold the attention of holiday shoppers! 


Every Retailer Needs DIRECTOLITE LOUVERS 


Decorative in appearance, moderate in cost DIRECTO- 
LITE LOUVERS have a ready-made market among all 
types of stores. NOW is the time to promote this fast- ,. 
selling item! ; 


Types and Sizes for every Requirement 


DIRECTOLITE LOUVERS are on display at the 22 showrooms 
of the Consolidated Edison Co. of New York. See them today! 


For Complete Selling Data, Write or Wire 


WEISS-De VEAU ‘2: 


911 ATLANTIC AVE., BROOKLYN, 16, N. Y. 
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, pen TRANSPORTATION diffi- 
culties have cut the Greenville, 
Mich. home of Gibson Electric Refrig- 
erator Mfg. Corp. off at the pockets. 
Most visitors ride over from Grand 
Rapids in company cars. 

President C. J. Gibson’s wife had a 
victory garden last summer, a show- 
place of the town. So much of an in- 
vestment did she make in the garden 
that every time Mr. G. ate a radish, 
he would say, “Here goes 10 cents.” 

Ed Ellingen, Gibson service chief, 
lives the life of Riley. His home is ten 
minutes from the factory, nestled on 
the banks of a lake. He could cast 
from the front porch, if it were not 
for the screen. Lapping waves lull him 
to sleep evenings. 


Nrmrop J. L. StepHens, sales pro- 
motion manager, keeps up the sport- 
ing legend about Greenville. Has a 
showcase of artillery in his home, and 
was thoughtful enough to stock up on 
ammunition. A big black bear head, 
stuffed, hangs over his bed to give him 
pleasant dreams. Incidentally, he was 
a pupil of Wendell Willkie at Coffey- 
ville, Kansas. Worked after hours in 
his dad’s shoe shop and has sold shoes 
to both Willkie and his Republican 
candidate predecessor, Landon. Both 
had ticklish feet, he declares. 


Few PEOPLE KNOW that the Estate 
Stove Company came to Hamilton, 
Ohio, because of floods. Situated orig- 
inally along the Ohio River, repeated 
high water sent the Kahn family look- 
ing for a drier location. 

Estate is one of the old family cor- 
porations. All the Kahns gather about 
a big table at noon with their executives 
and guests. “Anything good for din- 
ner, Susie,” Julius calls into the kit- 
chen and Susie replies, “Stewed 
chicken—and dumplings—and plenty 
of it.” 


For A LONG TIME “Money” (M.A.) 
Toussaint had the reputation of being 
the funniest man in the washer busi- 
ness. His stock of stories was Gar- 
gantuan, and he told them blank faced 
in a manner that reduced dealers to 
stitches. He wrote a column, for the 
Barlow & Seelig house organ, calling 
it “To the Queen’s Taste.” It was big 
league, and customers snorted over it 
before they probably read anything 
else. Eventually “Money” went down 
to Algonquin, IIl., to head up Simplex 
Ironers, and that left a hole in the 
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house organ. Most people thought he 
continued contributing by mail. Not 
so. “To the Queen’s Taste” is just as 
funny as ever, and has been written 
by Joe Morris. Barlow & Seelig, it 
appears, had two of the funniest men 
in the washer business; Joe had been 
kept under cover. 


Few KNow THAT L. W. Ryder of 
Barlow & Seelig once taught school. 
Moreover he was a good teacher, and 
only turned his back on the profession 
because he thought the washer busi- 
ness offered greener pastures. Any 
speech he delivers, he writes himself. 


THE LrpraARy oF Roy Braprt of 
Maytag bristles with books on politics, 
sociology and economics. He is the 
authority of the washer industry on 
politics, and there is a tradition that 
Frank Kent was inspired to write his 
book, “The Great Game of Politics” 
from Roy’s demand for something that 
actually showed how politics func- 
tioned. During the industry’s pere- 
grinations to Washington, Roy was 
one of the few who understood how to 
find his way around down there. 


CoLtoneL WILLIAM SHAw, who is 
publicity generalissimo for the washer 
association, and authors those radio 
scripts you hear all over the country, 
is officed in Chicago’s doggiest build- 
ing, up in the clouds atop the Board 
of Trade Building, and resides sumptu- 
ously on Lake Shore Drive in an 
apartment that has 20 it. ceilings. Yet 
eats his meals on a whirly stool at any 
nearby beanery. Colonel Shaw is an 
authority on circus and theatrical folk- 
lore, a hangover from days when he 
worked on the Leavenworth, Kansas, 
papers. Met an old vaudeville actor 
he had known as a youth recently, now 
motorman on a street car. This actor’s 
stage specialty had been to toss can- 
non balls in the air and catch them on 
his head. “I was forced to retire,” he 
told Bill Shaw. “Brain trouble, I pre- 
sume,” said Bill. “No, fallen arches,” 
was his rejoinder. 


PoLio EPIDEMIC IN CHICAGO found 
I. N. (Newt) Merritt of Meadows, 
lucky in having some frozen washers 
in stock. When a hospital came wail- 
ing to him for one, he saw what was 
coming, took U. S. red tape in hand, 
and cleared thirty, to be ready for 
business. All were snapped up by hos- 
pitals as he suspected they would be. 


Few suspect Art H. Lasisky of 
Barton Corporation, of being a photo- 
graphic fan. His collection of cameras 
is the finest in West Bend, Wis. Re- 
cently he thought he would sell a Speed 
Graphic camera, looked around and 
took it off the market. “If they’re so 
scarce, I’d better hang on to it,” was 
his con:ment. 





Paut KuNKEL of the Norge serv- 
ice department at Muskegon, makes a 
hobby of wood carving. Friends say 
his home is filled with beautiful speci- 
mens. 
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Post-war Housing By L. E. Moffatt...........-.00esee serene 


Canada Still Has Appliances to Sell By Tom F. Blackburn 8 


A personal call on electrical people in Canada reveals how they are 
at along after 4 years of war and what they think of the future 


Servicing General Electric Refrigerators (Type C-A) 2 
in Di: ie a cos acinidsanstnsvassoreuyesyess® 18 
Woodlawn Radio Service Co. of Birmingham, Ala. took over gasoline 
service station and found it ideal to carry on radio and appliance 

service business ; 
Repairing Universal Percolators .........----..s0..0++05 20 


How One Department Store Solves the Appliance 
GROCHRD 0.0... <sscercerrcoveceeneseesrnocesnsenmendonneees 22 


Instead of just folding up when appliances went off, Pizitz Depart- 
ment Store, Birmingham, Ala., are doing a bang-up job on chicken 
houses, kitchen cabinets, records, etc. 


This is No Time to Curtail Home Service 
By Clotilde Grunsky 24 


Puget Sound Power & Light Co., maintains a full staff and an active 
department as a war service to its customers. 


Return to Coal Offers Opportunities in Commercial 
Stoker Selling ........-.-..-:::eeceeeseee ee ceceeeeeeeeeees 2% 


No war restrictions here—end it paves way for future domestic 
business. 


Infantile Paralysis Epidemic Brings Washers to the 
INE anc ndntinek Fence tnnouseve Yue sash unyetneseneneenne 30 


The Sister Kenny method of applying freshly wrung hot cloths offers 
a most successful treatment 


Suggests Associations Set Quotas for Postwar 
Appliance Manufacture ..........-------::::ssese 32 


Tom Gibson, Danforth Radio Co., Toronto, predicts mad scramble 
for business is likely to bring chaos if industry or government doesn't 
police activity. 


EL eee NON, LON eee Re EN oN. Te 34 


Getting Service Men Deferred From Draft.......... # 


Key to success lies in working with War Manpower Commission 


Free Enterprise—We must act to preserve it! 
By James J. McGraw, Jr. 57 


A Quick Look at Post-War Radio .....---.-.-.+.ss100 1% 
A dealer and a manufacturer give their views on whether or not sets 
‘ will again become a punching bag. A 
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What do you do 


when a motor quits? 


Well, frankly, you’re in a jam. 


You should, of course, take care of motors before they 
quit, by giving them the Jitt/Je maintenance so necessary to 
keep them on the job. 





For example, let’s consider Small Motors... those tiny, 
work-til-they-drop fellows who run your pumps, fans, 
appliances, and so forth. How long has it been since you 
gave them a little care? 


It’s so easy to keep your Small Motors in A-1 shape, happy 
at their job. Just be on the alert for their common enemies 
...friction, dust, moisture, vibration, overheating, noise. 





3 Reasons Why We Must 
Make Electrical Equipment 
Last Longer 





The more we save critical materials and 
the faster we produce, the sooner these 
birds will get it in the neck. Here’s a book 
that’s a real help. It’s the new 100-page 
Westinghouse “Wartime Conservation”’ 
Book. Full of wartime information, it con- 
tains recommendations to save critical 
materials when selecting, applying, or using 
electrical apparatus. Write (company letter- 
head, please) for your copy. Westinghouse 
Electric & Manufacturing Co., East Pitts- 
burgh, Pa., Dept. 7-N. 
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If your Small Motor is already suffering from “‘ill-motor 
health”, diagnose the symptoms and get it running again. 
Probably it’s only suffering from a very common ailment. 





We have just prepared a new Small Motor Maintenance 
booklet. It tells you how to protect your motors from their 
enemies, what to do when they attack. This new booklet is 
so chock-full of sound information that you will value it 
from the very moment you receive it. 





For example, what would you do if your Small Motor 
failed to start? There are 13 possible ‘reasons why” and 
this new booklet tells what to do about each. You’ll find 
it easy to understand; profusely illustrated; complete with 
maintenance details. 





Keep those Small Motors on the job—our 
country needs them! Let us send a free 
copy of this booklet for each maintenance 
man in your factory or shop. No obliga- 
tion. Just tell us how many you need. Ask 
for B-3215. Westinghouse Elec. & Mfg. Co., 
East Pittsburgh, Pa., Dept. 7-N. 

j-90473 





Americas Largest Manufacturer 


Aircralt Propellers 


@ This is the intricate Hamilton Standard 
propeller we’re building by arrangement 
with United Aircraft Corporation, for 
ten of the world’s most famous planes 

. bombers, troop transports, and cargo 
carriers. 

It’s this marvel of precision engineering 
that carries mighty Flying Fortresses and 
Liberators through tremendous daylight 
precision bombing raids over France and 
Germany, and in the Jap-infested islands 
of the South Pacific. 

It’s this propeller, which the skilled 
men of Kelvinator are helping to build, 
that speeds the swarms of fleet Mosquito 
bombers that slip in at dusk to deliver the 
deadly stings to paralyze German war in- 
dustry. And it’s these “‘props” that lift 
and carry giant Lancasters on night 
bombing shows for the British . . . medium 
bombers, huge transports, and cargo car- 
riers—“‘laying eggs” and delivering men 
and materiel to war fronts the world over. 

The men and women of Kelvinator 


may well be proud of the part they are 
playing in the Victory that’s surely com- 
ing . . . for Nash-Kelvinator is America’s 
largest manufacturer of aircraft propellers 

. and the products of their hands, and 
hearts and brains are in the forefront of 
the attack that’s smashing our Axis foes. 
These shining blades, they hope, will soon 
bring home to them their sons and broth- 
ers and loved ones. . . will soon make 
certain on some day not too far away that 
they may turn again to the production of 
peaceful things—to the building of an 
even greater Kelvinator than they have 
built before. 


And when that day comes, Kelvinator 
will be prepared with another forward- 
looking program, another great new Kel- 
vinator and a franchise again the finest 
in the industry. 


“3 SCRAP IS POWER 


oo. Cooperate with your industry! Salvage all inoper- 
i ative parts containing critical materials . . . put 
vitally-needed scrap back into the scrap TODAY! 


The men and women of the Propeller Division of 


Nash-Kelvinator Corporation have been awarded, 


and proudly fly and wear, the famous Army- 


Navy “E"’ for High Achievement in War Production. 


Loox Aneso win 
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